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Why iS 





THE NEED A man’s youngest child, a 


little son or daughter, is, say, 
four years old. Looking ahead 
he realizes that the next fifteen 
or twenty years very likely 
will be the period of his 
greatest. financial responsibil- 





ity to his iia, if he lives. 

He knows, too, that in event of his early death 
his family should have enough income for all the 
home expenses wntil his youngest child was grown; 
considerably more than would be required later for 
his wife’s support alone. 

Whether he lives or not, he wants his wife to be 
entirely free to watch over the children, for he 
knows that the greatest gift he could leave them 
is their mother’s time and care. 

But when he thinks of his expenses and all the 
things he wants to do for his family he wonders, 
‘How can I afford all this insurance -protection 
now when I need it most?’ 


THE POLICY Here is the way this prob- 


lem has already been solved 
by thousands of fathers of moderate means. For 


example, a young father takes a New York Life 
‘Family Income Policy’ of $10,000 (face amount) 
with a ‘20-year period.’ If he dies at any time dur- 


ing the ‘20-year period,’ the New York Life will 
pay an income of $100 a month for the remainder 
of the ‘period’. . . and then, at the end of the 
‘period,’ will in addition pay $10,000. To illustrate 
the maximum of guaranteed payments that might 
be made: If the father died immediately after the 
policy was issued, the income payments of $100 a 
month would run for the full 20 years; so the 
total income payments of $24,000 plus the $10,000 
payable at the end of the period would amount 
to $34,000. If he outlives the ‘20-year period,’ 
the sum payable in event of his death would 
be the face amount, $10,000. Of course, if he 
lives to retirement age, as so many do, he can ob- 
tain, through his policy, a life income for his later 
years. 

And the premium? You will probably be sur- 
prised to learn that during the ‘20-year period’ the 
rate is not much higher than for Ordinary Life. 
After the 20th year it is exactly the same as the 
Ordinary Life rate. In short, the premium is very 
attractive in view of the amount and kind of pro- 


the Age. of your youngest child so Important 


in planning your Life Insurance? 


tection offered. This policy, of course, is also issued 
for larger and smaller amounts than $10,000, but 
$2,000 is the minimum. Policies with ten, fifteen 
or twenty-year periods are available according to 
the age of the father. 

As you can see, this policy fills a real need . 
both as to plan and premium rate . . . for a great 
many fathers. Ask a New York Life representative 
to tell you about it...or write to the Home Office at 
the address below for our Family Income booklet. 


THE COMPANY The New York Life 


aims to provide life in- 
surance at the lowest cost consistent with the ample 
margins of safety which the Company feels it 
should always maintain. A policyholder’s premium 
rate cannot be increased above that stated in the 
policy, but annual dividends, as declared, may be 
used to reduce the premium payments. Dividends 
are derived from earnings of the Company in excess 
of the amount deemed necessary to keep it in a 
sound financial condition. Policyholders get their 
insurance at cost. The Company pays dividends to 
policyholders only. The New York Life is, and has 
always been, a mutual company. 


NEW YORK LIFE 


INSURANCE 


A Mutual Company 


THOMAS A. BUCKNER, Chairman of the Board YY ¥ 7 





51 Madison Avenue, New York, N. Y. 


A 


COMPANY 


Founded April 12, 1845 


Y 9 ALFRED L. AIKEN, President 





SAFETY IS ALWAYS THE FIRST CONSIDERATION . 


NOTHING ELSE IS SO IMPORTANT 
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Many Suggestions 
Made on Selection 
of Life Salesmen 


Minnesota Mutual Holds 
Convention of Its Okla- 
homa and Texas Agents 


The Texas and Oklahoma represen- 
tatives of the Minnesota Mutual met at 
Mineral Wells, Texas. The convention 
was under the direction of H. J. Cum- 
mings, vice-president and _ superinten- 
dent of agencies, assisted by E. A. 
Roberts, vice-president and _ general 
counsel, and H. F. Becham, field man- 
ager. Russell Pearson, Fort Worth 
general agent, was chairman for the 
morning of Jan. 19. Mr. Roberts re- 
viewed the types of investments of the 
company and spoke briefly of the trend 
of the interest rates as shown the last 
few years. 


Salary Savings Insurance 


The salary deduction plan was dis- 
cussed by C. Cheatham, Wichita 
Falls general agent, Sam Weems, Dal- 
las, and G. J. Crossland, Wichita Falls. 

Mr. Cheatham was the chairman for 
the afternoon of January 19, when the 
general agents discussed plans for the 
year and the use of the aptitude tests. 

Mr. Cummings spoke on the value of 
the test in eliminating the selection of 
men who could never hope to become 
successful agents. He emphasized the 
loss of time and money due to poor 
selection, and he referred to the fact 
that production is not due to the num- 
ber of agents and general agents but 
to the ability and efficiency of the work- 
ers. For those general agents who are 
starting on the selection of agents, Mr. 
Cummings suggested the use of the tele- 
phone directory. This checking of the 
directory, he believes should be done 
with the assistance of local people, 
such as the minister, teacher, and doc- 
tor. 


Study Agent Prospects 


The men whose names have been 
selected, Mr. Cummings said, should be 
contacted without any mention of a pos- 
sible agent’s contract. Frequently, Mr. 
Cummings stated the men whose names 
are selected become buyers of life in- 
surance. This plan of selection, Mr. 
Cummings pointed out permits the gen- 
eral agent to study his possible agent 
prospects without any embarrassment 
on the part of the general agent or the 
prospective agent and produces enough 
business to make the time spent in 
checking the directory profitable. 

Lewellyn Rose, Austin, Tex., general 
agent acted as chairman, and the “In- 
commeter” presentation was demon- 
strated. First came the listing of the 
members of the family and the ages of 
each; then the amount of a clean up 
fund, the amount needed to provide a 

(CONTINUED ON LAST PAGE) 


Bank Life Deputy 
Resigns as of July 1 


Paul Taylor to Enter Law 
Practice; His Duties Will 
Be Absorbed 


NEW YORK—Paul R. Taylor, dep- 
uty New York insurance superintendent 
in charge of savings bank life insurance 
since July, 1938, has resigned effective 
July 1 to resume the practice of law. He 
will devote part of his time to the sav- 
ings bank division as special counsel for 
at least another year. His present posi- 
tion will be abolished, details of admin- 
istration being absorbed by the actuary 
and the medical director, while general 
supervision will be under one of the reg- 
ular deputies. 

From now on the expense of the divi- 
sion will be borne by the banks rather 
than by the insurance department. In 
announcing Mr. Taylor’s resignation Su- 
perintendent Pink said the department 
felt itself fortunate to have Mr. Taylor’s 
services, his qualifications making him 
an ideal man for the position but “now 
that savings bank life insurance has com- 
pleted a successful year and the organiz- 
ation work has been done, Mr. Taylor 
feels that his active supervision is no 
longer necessary.” 


Appointed in 1938 


Mr. Taylor was appointed head of 
the department’s savings bank life in- 
surance division July 1, 1938, legaliza- 
tion of savings bank insurance becom- 
ing effective Jan. 1, 1939. He is a firm 
believer in the writing of life insurance 
by savings banks and has done all he 
could to encourage the scheme’s prog- 
ress. At the same time he has en- 
deavored to keep competition with reg- 
ular life insurance on a fair basis, avoid- 
ing the vindictiveness that has marked 
the Massachusetts savings bank sys- 
tem’s promotion of life insurance during 
the last few years. 


Piper Pushes Surrender 
Charge Bill in New York 


ALBANY—Chairman Piper of the 
New York legislature’s insurance law re- 
vision committee is apparently deter- 
mined to put through his bill drastically 
modifying permissible surrender charges 
but has shown the utmost cooperation in 
permitting the viewpoints of the various 
companies to be presented. Main fea- 
ture of his bill is that it would require 
tapering of surrender charges so that 
the full reserve would be paid after the 
tenth year. His premise is that after a 
certain duration a policy has repaid the 
expense of putting it on the books and 
no further charge should be made if the 
insured wants to withdraw. 

Superintendent Pink of New York has 
indicated that he will appoint a commit- 
tee made up of department members and 
representatives of the actuarial organiza- 
tions to study the surrender charge ques- 
tions. However, there have been intima- 
tions that he would call off this study 
because the Piper committee is so com- 
mitted to pushing its surrender-charge 
bill that further study would be super- 
fluous. There seems little doubt that 
Mr. Piper can get his bill passed if he 
wants to. 





Omaha Urges U. S. 
Chamber to Act 


Insists Steps Be Taken to 
Stop S.E.C. Investigation of 
Insurance 


OMAHA—The directors of the 
Omaha chamber of commerce have 
asked the United States Chamber of 
Commerce to launch a nationwide move- 
ment to stop the insurance investigating 
activities of the Securities Exchange 
Commission. 

The directors adopted a_ resolution 
condemning the “investigation, charging 
that it has drifted far away from its ex- 
pressed purpose and is attempting to lay 
a foundation for gdaVerntiental regula- 
tion and control of insurance. 


Not in Public Interest 


The directors asked the national or- 
ganization to use its influence to “com- 
bat the tactics employed by these in- 
vestigators” and “encourage member 
chambers to use every available oppor- 
tunity to impress upon their respective 
congressmen and senators that the pur- 
pose and scope of the investigation 1s 
not in the interest of public welfare.” 

A governmental insurance system 
would be unfair, would bring about ex- 
orbitant taxes and would-be “an en- 
croachment tpon the success of free 
American enterprise,’ the resolution 
charged. 

The resolution charged that the in- 
vestigators have ‘been building up a 
record to “discredit the life insurance 
institution.” It said the investigators 
have not given complete facts on the in- 
surance business but pointed out “oc- 
casional errors inherent in any system.” 





Penn Mutual Meeting 


Agents of the Penn Mutual Life par- 
ticipated in a regional convention at 
Palm Springs, Cal., coming from the 
agencies at San Francisco, Oakland, 
Sacramento, San Diego and Los An- 
geles, and Phoenix, Ariz. 

The occasion was the visit of A. E. 
Patterson, agency vice-president and his 
assistant, Louis Oswald. 





Diggs Is Virginia Legislative Aid 

RICHMOND, VA.—Gaius W. Diggs, 
Richmond -general agent of the Penn 
Mutual, has qualified to represent the 
National Association of Life Underwrit- 
ers at the present session of the Virginia 
general assembly. Lobbyists are now 
required to qualify, stating the amount 
of compensation they receive. Mr. Diggs 
receives no compensation. 





N. H. Department Moves 


CONCORD, N. H. — The New 
Hampshire insurance department is now 
occupying its quarters in the new state 
house annex just south of the state 
house itself. Commissioner Arthur J. 
Rouillard is pleased with the new loca- 
tion which gives the department* more 
space, better light and sound-proof ceil- 
ings. The department is on the first 
floor of the northeast part of the new 
building. 


SEC Had G-Men 
Probe ‘Intimidation’ 
of TINEC Witnesses 


Grilled Metropolitan 
Agents on Dismissal 
of “Vote Forgers” 


WASHINGTON—The Securities & 
Exchange Commission refused to com- 
ment on a lengthy front page story in 
the New Yory “Herald Tribune” to the 
effect that the SEC had called in the 
Federal Bureau of Investigation to 
question Metropolitan Life agents in 
Philadelphia on the signing of policy- 
holders’ names to ballots in company 
elections for directors. However, the 
Metropolitan home office verified state- 
ments that F.B.I. men had interviewed 
Metropolitan agents in Philadelphia and 
Newark last fall following an SEC in- 
vestigator’s threat to use every agency 
of the federal government if denied ac- 
cess to certain files. 


Subject at TNEC Hearing 


_At the first of the Temporary Na- 
tional Economic Committee’s hearings 
on insurance, held last February, the 
SEC put on the stand 13 Metropolitan 
agents who testified that it was a com- 
mon practice in their offices to sign 
policyholders’ names to ballots when 
the policyholders themselves were un- 
willing to do so. This caused quite a 
sensation, although it was obvious that 
since the opportunity for nominating an 
opposition ticket had passed long be- 
iore the election the signing of the 
names could have no material effect on 
the outcome. The Metropolitan dis- 
missed the 13 agents who testified, not 
because of the fact that they testified 
but because of their admitted betrayal 
of the policyholders’ trust. As the first 
witness was testifying, President L. A. 
Lincoln interrupted to deny, with evi- 
dent emotion, that neither he nor any 
other responsible officer of the company 
had ever heard of such a practice. _ 


Witnesses C.I.O. Members 


All those who testified were C.I.O. 
union members and all seemed to get 
considerable satisfaction from putting 
the Metropolitan in a bad light. Most 
of them obviously had grievances 
against their managers or assistant man- 
agers and seemed to view their appear- 
ance on the stand as a chance to get 
even. 

According to the “Herald Tribune’s” 
story the F.B.I. has been attempting to 
substantiate charges of “intimidation of 
government witnesses,” union activities, 
sales methods, and procedure with re- 
gard to balloting in elections of direc- 
tors. Apparently the F.B.I. men at- 
tempted to obtain admissions from 
various agents that Metropolitan man- 
agers in the Philadelphia area had 
spread the word around that the 13 wit- 

(CONTINUED ON PAGE 13) 
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Annual Financial Exhibits 
of Life Companies for 1939 


PHOENIX MUTUAL LIFE 


The annual statement of the Phoenix 

Mutual Life reveals substantial progress 
in growth and financial strength. Dur- 
ing the year the company passed the 
quarter-billion mark in assets and 
reached a Total of $253,357,000. The past 
10 years assets have increased 82 per- 
cent. 
New insurance paid for of $49,701,000 
was $1,130,000 greater than for 1938. 
‘Total insurance in force increased $15,- 
792,000 to a new high mark of $674,361,- 
000. Except for 1932 and 1933, the in- 
surance in force has increased each year 
the past decade and is now $90,307,000 
more than ten years ago. | : . 

Gross premium income, including sin- 
gle premiums, was the best on record 
with the exception of one year, during 
which an unusual volume of single pre- 
miums was received. Gross premium in- 
come, excluding single premiums, was 
the largest in its experience and has 
shown a steady growth each year from 
$19,365,000 in 1933 to $24,572,000 in 1939. 


Underwriting Results 

Underwriting results for the year were 
very satisfactory, with a ratio of 47.1 
percent to expected mortality. The ben- 
efit in event of permanent and total dis- 
ability made a small gain for the year. 
The annuity experience was not as fa- 
vorable as in 1939, but the net gain from 
all insurance operations after providing 
for the usual schedule of dividends to 
policyholders amounted to $1,440,000. 

An important factor in the steady 
growth of the company in recent years 
has been the very low rate of voluntarv 
terminations, including as voluntary ter- 
minations all policies which went off the 
books by lapse or surrender or were de- 
creased in amount or ceased through the 
expiration of term insurance. The ratio 
of such terminations to insurance in 
force has been very favorable in recent 
years as these figures indicate: 1936, 4.7; 
1937, 4.2; 1938, 4.7; 1939, 4.3. 

Assets Analyzed 

Assets reveal an increase of $12,500,- 
000 in mortgage loans on real estate and 
$4,200,000 in bonds. Investments in 
United States railroad securities amount 
to less than 7 percent of the assets. The 
financial statement also reveals a de- 
crease in stocks of approximately $1,- 
000,000. The process of disposing of real 
estate continued on an orderly basis and 
during the year properties with a book 
value of $2,668,000 were sold, and there 
was a net decrease in the amount of real 
estate owned of $1,988,000. 

The report states that after making 
adjustments of bonds and real estate to 
a more conservative basis and after set- 
ting aside additional reserves, the sur- 
plus was increased by $507,000. 


MASSACHUSETTS MUTUAL LIFE 


The Massachusetts Mutual Life paid 
$30,736,733 to living policyholders in 
dividends, matured endowments, surren- 


der values, and disability and annuity 
payments; $17,300,253 to beneficiaries 
under current death claims, and $12,520,- 
843 from funds left with the company in 
1939. 

Total receipts were $119,939,187, with 
disbursements of $80,904,843. The bal- 
ance of $39,084,343 was added to policy- 
holders’ funds for the further guarantee 
of claim payments. Assets increased 
$40,893,530, to a total of $688,640,431. 
There were 32,771 policies for $139,621,- 
852 sold in 1939. There are now 512,937 
policies in force for $1,963,572,243. There 
are 11,285 immediate annuities under 
which $3,611,037 is now being paid an- 
nually, and 27,329 deferred payment for 
$14,780,000. 

Mortality experience improved in 1939, 
only $950 of every $100,000 of insurance 
in force became payable by death com- 
pared to $998 for each $100,000 in 1938. 

Interest rate earned was 4.6 percent, 
or 3.54 percent net after deducting in- 
vestment expenses. The corresponding 
rates in 1938 were 4.78 and 3.68 percent. 

The reissuing of bonds at lower in- 
terest rates has created a difficult invest- 
ment problem, President B. J. Perry 
pointed out. “In 1939 no less than $28,- 
770,000 of the bonds included in our in- 
vestments were called for re-issue. Such 
replacement of corporation bonds has 
been a material factor in reducing the 
rate of interest earned.” 

Premium income totaled $67,894,508. 
Of the $688,640,431 in assets, real estate 
loans totaled $105,191,406; policy loans 
75,515,917; bonds and stocks $412,492,- 
705, of which $58,500,000 are U. S. and 
Canadian government bonds and $58,- 
000,000 state and municipal bonds. Pol- 
icyholders’ reserves are $522,158,319 and 
policyholders’ funds subject to with- 
drawal $125,744,859. 


PROVIDENT MUTUAL LIFE 

Assets of Provident Mutual Life in 
the new annual statement are $363,713,- 
000, an increase of $17,295,000. New 
paid life insurance amounted to $66,765,- 
000 or 90.9 percent of the total for the 
previous year. Insurance in force is 
$980,044,000, increase $9,143,000. Pay- 
ments to policyholders amounted to $27,- 
706,000, increase $790,000. Contingency 
reserves amount to $19,874,000, an in- 
crease of about $450,000. 

President M. A. Linton, in transmit- 
ting the annual statement, gives a mes- 
sage, including a statement on the value 
of state supervision of insurance. 

Despite the most severe and prolonged 
depression in the history of this country 
only 2.1 percent of the life insurance 
assets held at the beginning of the year 
1930 were in companies which during 
the following seven depression years suf- 
fered an impairment of reserves calling 
for the appointment of receivers, Mr. 
Linton points out. As a general prac- 
tice these companies were taken over 
and operated by established life insur- 
ance organizations and in a substantial 
number of these reorganizations death 


claims continued to be paid in full. This 
is an excellent and impressive record, 
Mr. Linton observes. 


CONTINENTAL ASSURANCE 


The Continental Assurance of Chicago 
has issued its annual statement, the as- 
sets being $33,650,142, the cash item 
being $1,342,899, federal securities $5,- 
237,007, other public bonds $763,424, 
railroad bonds $2,414,043, public utilities 
$7,051,868, miscellaneous $2,224,018, pre- 
ferred and guaranteed stocks $1,074,350, 
mortgages $6,173,796, policy loans $4,- 
373,899, real estate $1,463,131. Its gen- 
eral contingency reserve is $280,000, 
capital $1,000,000, net surplus $2,642,443, 
insurance in force $252,671,711, increase 
$20,699,213. 


Gain and Loss Exhibit 


The following summary of the gain 
and loss exhibit is found in the official 
statement. 


Gperating provit |... occccccce ces $ 467,511 
Dividends paid to stockholders 


pe Bee BONO) 35.0 Fee eens 200,000 


Net gain from operations less 


dividends paid to stockhold- 

UES esurarorn in iniera ein oiecarce Sri kes ae 267,511 
Net decrease in valuation of real 

oc RA A SR eee 203,951 
Net increase in market value of 

bonds not eligible for amort- 

ization and all stocks........ 48,181 
Net decrease in valuation of in- 

MOB ORMOINUB: ie aiexe slore-6eino-a'eie wie sie 155,769 
Net profit from sale of invest- 

PRONUE 65 cow cee sess Bi ieteieeereeeee 28,601 
Net charges from sale of invest- 

ments and decrease in valua- 

tion. of investments ......60.s 127,168 
Transferred to contingency re- 

BERVG <cccaisisiseisveimarate cisioreieis HE AA 5,000 
Net charges to surplus from ad- 

justments as above .......... 132,168 
Net addition to surplus........ 135,343 
Surplus Dec, Si, 1988... 66 ssses 2,507,100 
Surplus: Dec. $1, 1939.......6..:<6 $2,642,443 


The assets increased $3,211,000 and 
surplus $135,343 after paying dividends 
of $200,000. 


CONNECTICUT GENERAL LIFE 


Connecticut General Life in its new 
annual statement reports assets $265,- 
319,403, an increase of $18,720,791. Sur- 
plus amounts to $8,180,687, an increase 
of $1,153,109 and contingency reserve is 
$2,000,000, a gain of $200,000. 

Insurance in force amounts to $1,155,- 
417,469, a gain of about $8,000,000. 
Group insurance in force amounted to 
$335,546,893, a decline of about $4,000,- 
000. 
New paid life insurance was $139,923,- 
621, a decrease of about $24,000,000. 

Premium income was $6,767,284. That 
was a decrease of about $3,000,000 that 
is attributable largely to a decline of $3,- 
186,978 in new single premium business. 
The decline in first annual premiums 
was only $16,808. 

Total income was $54,757,358, a gain 
of better than $100,000 and total dis- 
bursements were $36,668,323, an increase 
of about $1,700,000. 

Premium income in the life depart- 
ment was $35,049,617, against $36,780,- 
877 in the previous year. The accident 
department income was $2,901,200 against 
$2,503,844, 

Investment income was $11,321,495, a 





FIGURES FROM DEC. 31, 1939 STATEMENTS 





Change Surplus to New Change Prem. Total Benefits Total 
Total in Policy- Bus. Ins.in Force in Ins. Income Income Paid Disburs, 
— — — = Dec. 31, 1939 In Force 1939 1939 1939 1939 
$ $ $ $ 

Amicable Life ......... 13,606,181 + 997,257 1,490,457* 12,763,295 84,444,544 + 3,192,857 2,023,294 2,818,716 713,693 1,834,960 
Capital Elfe oie vce vcves 12,557,222 + 491,015 1,373,668 8,229,454 60,085,135 + 1,618,676 1,524,740 2,360,476 1,014,079 1,843,569 
Equitable Life, Ia...... 193,491,374 411,289,532 8,777,602 43,502,894 585,035,065 +7,631,017 19,493,231 31,946,482 12,431,628 20,560,284 
Guarantee Mut. ....... 23,400,403 + 1,543,514 2,578,074 16,763,1874 137,258,357 + 1,534,707 3,658,833 5,196,742 2,092,609 3,682,521 
Home State Life....... 1,795,003 + 263,141 353,650 12,892,161 31,074,940 + 2,393,975 703,030 828,938 104,997 570,798 
Imperial Life, Can...... 91,815,796 + 3,606,493 7,174,864 24,733,728 299,597,666 + 4,185,42 10,299,446 16,244,992 8,775,307 12,598,023 
Indianapolis Life ...... 24,003,829 +1,909,017 1,612,306 10,923,218 111,055,449 + 2,949,842 3,334,246 5,110,908 1,657,941 3,199,015 
Midland Life, Mo....... 7,238,490 + 468,455 267,233 4,148,077 36,730,058 + 868,714 863,684 1,360,804 488,488 873,307 
Midwest Life ......ccee 5,088,053 + 73,964 525,000 4,741,664 23,587,269 + 1,075,893 488,159 749,370? 357,921 677,4373 
Minnesota Mut. Life.... 47,779,732 + 3,307,033 3,066,705 29,995,412 230,003,369 + 4,468,538 6,774,152 9,780,499 3,820,348 6,542,048 
Northwestern National.. 75,205,180 + 5,063,567 5,457,9181 65,052,626 440,570,713 +413,543,111 10,630,054 15,160,680 5,907,791 10,232,398 
Ohio National Life .... 48,304,296 + 2,271,292 2,682,773 25,689,725 191,052,405 + 4,790,160 6,840,181 9,101,142 3,801,626 6,937,372 
Peoples Life, Ind. ..... 10,337,168 + 538,342 1,000,439 9,128,610 63,233,887 + 2,765,804 1,339,478 1,910,155 727,292 1,381,412 
Policyholder’s National. 1,704,809 + 236,213 400,881 4,189,512 17,646,655 + 1,237,888 600,856 649,046 178,341 411,334 
Rockford Life ......... 3,326,736 + 166,463 $21,106 1,616,873 14,632,773 + 106,184 338,652 538,610 191,861 368,530 
Security Life & Tr...... 6,552,388 + 764,149 687,712 14,358,817 55,521,066 + 5,337,742 1,424,081 1,808,278 499,308 1,054,184 
Western Life, Mont. - 14,903,973 + 450,211 1,850,000 7,062,362 47,250,568 + 1,727,380 1,426,104 2,518,230 1,152,911 2,061,761 

6,022,738 + 325,944 254,563 1,602,949 24,838,020 + 223,331 727,589 1,143,702 437,741 819,394 


Wisconsin Life ......... 


*Includes $150,000 Contingency Reserve. 
4Includes revivals and increases. 
2Accident $30,792. 


%Accident $25,069. 


1Does not include asset fluctuation reserve—$918,419. 


Ordinary Sales for 
1939 About Equal 
to Previous Year's 


Ordinary life sales in 1939 totaled 
$6,425,633,000, 1 percent less than in 
1938, according to the Sales Research 
Bureau. December sales showed a 
sharp decline, as was anticipated be- 
cause of the unusually large volume oi 
business written in 1938 as a result of 
policy changes. The December de- 
crease was 38 percent with a total vol- 
ume of $567,212,000. Fifteen percent 
of the companies reported gains in 
December. Detailed figures showing 
1939 total and December ordinary sales 
follow: 





December, 1939 
Volume 1939 


uy to 
$1,000 1938 
% 


Year to Date 
Volume 1939 


in to 
$1,000 1938 





: ‘ 58,559 103 

. eee 1,662 83 18,109 98 

PRS 8 tek arses 2,975 66 38,024 97 
Cal. 35,576 63 398,425 96 
2 See 5,788 72 59,602 94 
Conn, +. RIs2 69 115,753 111 
i ee 2,394 x Ws 20,128 116 
1 5,245 57 61,485 98 
As: Sarat 6,805 72 76,067 104 
RS, iscdecere 8,052 67 84,632 94 
UG | a 1,788 75 17,980 94 
i) A ees 45,728 66 517,858 99 
1): Beene 13,443 67 151,025 102 
ee tedii erectes 12,654 65 127,053 99 
ot ee 6,804 58 77,224 94 
Beas destéeyar ene 5,185 55 67,951 91 
UF A ee 5,293 68 65,164 102 
Maine ... 2,628 65 32,024 106 
iG ee 8,291 65 92,511 99 
MAGS, .......d9,¢00 59 263,168 108 
Mich. . 23,002 68 263,229 113 
Minn, . 12,718 65 142,149 94 
Miss. - 4,312 92 38,209 98 
BOs © foo tenn eco 17,525 61 207,452 100 
Mont. - 2,033 82 22,693 107 
SC ae 5,687 60 65,389 99 
po ee 1,125 139 6,230 99 
IN. Et. - 2,087 54 22,890 96 
INS DS. 65-6500 Oe 56 72,372 98 
N. Mex. .. 1,548 80 13,223 93 
IN. Xs ise cOashon 47 949,552 90 
N. C - 8,257 73 92,657 98 
N. . 1,866 96 423 96 
2) 32,817 66 721 106 
Okla - 8,421 64 703 93 
a 5,107 66 55,099 98 
Se 43,221 65 522,994 100 
) a ae 3,770 76 45,761 117 
Be ieee 4,138 89 41,013 101 
2 1,789 68 18,485 101 
Tenn. 0) AOU 72 89,069 104 
LC ae 29,307 82 302,682 98 
Utah -. 2,269 66 27,001 100 
EE ee 1,458 66 15,654 98 
OME EH 26g -ehctarte 7,835 68 85,146 97 
Wash. .... 8,5€2 75 88,392 106 
WwW. we. « 5,655 91 52,339 100 
WAR. 6658 11,850 69 126,497 97 
Wyo... 1,134 76 12,887 96 

City Data—Monthly and year-to-date 


comparisons with 1938 for eight cities are 
as follows: Boston, 51%, 100%; Chicago, 
69%, 100%; Cleveland, 75%, 107%; Detroit, 
68%, 119%; Los Angeles, 54%, 96%; New 
York, 51%, 90%; Philadelphia, 73%, 103%; 
St. Louis, 53%, 99%. 


QS 


i) 








gain amounting to about $800,000 and 
the net interest rate increased from 3.47 
percent to 3.61 percent. 

Payments to policyholders and bene- 
ficiaries_ amounted to $23,205,009, com- 
pared with $22,429,653 the previous year. 
Total payments since organization 
amount to $330,205,790. Death claims 
amounted to $11,260,896, matured en- 
dowments $1,882,132, disability $1,193,- 
472, double indemnity $139,000, annuities 
$2,261,087, surrenders $4,196,007, -policy 
dividends $1,085,572. 

The bond investment increased to 
$142,160,069, a gain of about $15,000,000. 
The principal increase was in utilities 
which now amount to $61,179,051. There 
was a gain of about $2,000,000 in mu- 
nicipal bonds which now amount to $9,- 
636,476. 

The stock portfolio was carried at 
$7,391,527 against $6,712,096. The pre- 
ferred and guaranteed stock amounts to 
$2,398,248. 

The policy loans decreased to $22,450,- 
831, as compared with $23,612,083. Cash 
was reduced about $4,300,000, standing 
at $5,388,387. 

Policy reserves amount to $220,784,- 
750. 


OHIO NATIONAL LIFE 


Assets of the Ohio National Life 
reached an all-time high in 1939 with a 
(CONTINUED ON PAGE 23) 
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McPhail Elected 
fo Head Canadian 
Life Underwriters 


Problems Reviewed at 
Business Gathering 
Held in Toronto 


TORONTO—M. L. McPhail, Imperial 
Life, St. John, N. B., was named presi- 
dent at the annual one-day business meet- 
ing here of the Life Underwriters Asso- 
ciation of Canada, which concluded with 
a dinner. The effect of the TNEC in- 
vestigation in the United States, counsel- 
lors, twisting, the Quebec notary situa- 
tion, plans for revising the government 
annuity program and the need for 
greater membership increases were 
stressed in reports. 

In his presidential report, W. C. Laird, 
London Life, Toronto, outlined impor- 
tant developments and commented on 
the significance of the TNEC life insur- 
ance investigation in the United States. 
He told how the National Association 
of Life Underwriters is providing the 
American public with facts “proving be- 
yond a question of doubt that the bene- 
fits of the agency system of marketing 
our service are so great when cofmpared 
to the very few minor causes for com- 
plaint that it has justified itself with 
great glory. We feel confident the work 
of that association will be rewarded by 
an unanimous vote of confidence by the 
American public. : 

“While there is no reason to believe 
we in Canada will be affected by, the 
American investigation, the association’s 
board of directors is watching the situa- 
tion closely and will be prepared to take 
whatever action may be necessary should 
circumstances warrant it. 


Pay 100 Cents on the Dollar 


“In the history of Canadian life in- 
surance no company operating under the 
jurisdiction of the dominion and _ pro- 
vincial insurance departments failed to 
pay its contractual obligations 100 cents 
on the dollar. This is a monument to 
the ability and integrity of company 
officials,’ Mr. Laird declared. “If we 
who are responsible for placing the busi- 
ness in the hands of purchasers will live 
up to similar standards of ethics and 
practice, there is little chance we will be 
subjected to any such inquiry as is now 
being conducted in Washington.” 

Activities to combat insurance coun- 
sellors were outlined by C. V. Earl in 
his report as board chairman. Special 
bulletins were issued to place in the 
hands of members material to help them 
effectively meet this type of “unscrupu- 
lous competition.” 

“These bulletins were very well re- 
ceived,’ he said, “and proved of tre- 
mendous value, particularly in those 
centers where term insurance propa- 
ganda was particularly prevalent.” 

Seek Annuity Change 

In discussing the association’s efforts 
to have the dominion government's an- 
nuity scheme overhauled, Mr. Earl said 
the board has kept in close touch with 
the situation. Wide distribution has been 
given the study of the Canadian Cham- 
ber of Commerce, which stresses that 
the substantial deficits incurred by the 
annuities department were just an added 
burden to be borne by the general tax 
payer. 

“It is interesting to note,” Mr. Earl 
said, “that the experience of the Cana- 
dian annuities branch is being used ex- 
tensively in the United States in oppos- 

(CONTINUED ON PAGE 26) 








MALCOLM L. MePHAIL 


TORONTO—tThe new president of 
the Life Underwriters Association of 
Canada, Malcolm L. McPhail, has spent 
his business lifetime in life insurance. 
He was born at Buctouche, N. B., in 
1880. He graduated from the Currie 
Business University in 1903 and joined 
the Imperial Life in that year as a ste- 
nographer. He was promoted to cashier 
and in 1921 was appointed manager at 
St. John, N. B. He secured his C. L. U. 
degree in 1926. He is a past president 
of the Life Underwriters Association of 
New Brunswick and has served the 
Dominion association as provincial vice- 
president. 

Mr. McPhail succeeds W. C. 
of London Life, at Toronto. 


Laird 


Despite Any Drag 


O. J. Arnold, President 
Northwestern National Life, 
Urges a Greater Faith 


Business men should demonstrate 
their faith in America’s future by reso- 
lutely pushing sound development plans 
despite the “drag” imposed by govern- 
mental interference and investigations, 
O. J. Arnold, president of Northwestern 
National Life, said in a talk before the 
Cleveland agency, Smith, Lawlor & 
Kroehle, general agents, which cele- 
brated its sixth anniversary by moving 
to larger quarters. The new offices are 
at 420 Hanna building. 

Cites Own Example 

“Northwestern National opened 10 
new agency offices in 1939, twice as 
many as in the previous year and more 
than in any year since the depression 
began,” Mr. Arnold said. “Each office 
represents a _ substantial investment. 
Toward the end of the year we launched 
a program to improve service to policy- 
holders and increase agents’ earnings, a 
move that has already begun to show 
favorable results although the home of- 
fice follow-up work necessary to per- 
fect operation of the plan has been de- 
layed by several months because gov- 
ernment questionnaires and questions of 
government action have been absorbing 
almost entirely the time, brains, and en- 
ergies of most of the key men in our 
management.” 

Congratulating the Smith, Lawlor & 
Kroehle organization on its growth 
which made the larger quarters neces- 
sary, Mr. Arnold referred especially to 
its outstanding first-year renewal ratio 
which rose to 92 percent in 1939, a gain 
of several points over the preceding 
year. 








was getting his business, 


the cases were 


women, 


brothers of mine. 


sorority sister of my wife.” 


Does his count seem off? 


pects. 
contacts. 


> 


WILLIAM H. KINGSLEY 
Chairman of the Board 





INTERLOCKING CONTACTS 


When one of our Missouri underwriters wrote and paid 


for 14 cases in one month recently, we asked him where he 


“Seven of the 14,” he answered, “are members of the 
national guard, two others were formerly members. Five of 
school teachers, 
Six of the people are still students in college. Two 
of the cases were already policyholders. 
Another was the brother of still another 


frat brother who is a policyholder. 


It may sound a bit like a Chinese 
puzzle, but actually it is more like a crossword puzzle. And 
it solves neatly, for the real point is not so much where he 
was getting his business, but where he was getting his pros- 
Note how he saw and seized the advantage of inter- 


locking the links of an endiess chain when he made his 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


and three of these were 
Two were fraternity 


One of the women is a 


+ 


JOHN A. STEVENSON 
President 

















Canale President -Should Push Rieod Fine Veteran 


National Life 
Executives Retire 


Young, Moulton, Kendall, 
Putnam, Gammons Lay 
Aside Duties 


National Life of Vermont announces 
the retirement of a number of elderly 
executives and the appointment of suc- 
The recent institution of a 
pension plan makes obligatory retire- 


cessors. 


ment at certain ages. 
Charles W. Gammons of Boston, 
Massachusetts state agent and one of 


the grand old men of the company, re- 
tires as a director. He is 75 years old 


next November, and three years ago ob- 





GEORGE B. YOUNG 


served his 50th anniversary with Na- 
tional. The directors ordered recorded 
a tribute to Mr. Gammons and an ex- 
pression of deep regret on account of 
his resignation. 

The general counsel, George B. 
Young, who has served since 1916 and 
who has also been a vice-president, re- 
tires at the age of 73 to act as advisory 
counsel. Deane C. Davis of the well- 
known law firm of Wilson, Carver, Da- 
vis & Keyser of Barre, was elected gen- 
eral counsel, at the age of 40. 


Meredith Treasurer at 34 


Clarence E. Moulton, active and effi- 
cient as treasurer in his present 77th 
year, retires after 47 years. L. Douglas 
Meredith, former state banking com- 
missioner, and now assistant to the 
president and member of the finance 
committee, was elected treasurer at the 
age of 34. He will also retain the title © 
of assistant to the president. 

Frank M. Kendall, at the age of 79, 
retires as cashier, in which position he 
has served ever since the office was 
created in 1920; and Norman J. Ewen, 
assistant cashier for the past three years, 
and a member of the National’s home 
office force since 1921, was elected cash- 
ier at the age of 34. Robert G. Holt, 
son of the late Henry Holt, an assist- 
ant actuary, was elected assistant cash- 
ier. 

George K. Putnam retires as assist- 
ant secretary at the age of 73, and 
Floyd W. Hayford, long-time member 
of the secretary’s department, was 
elected assistant secretary. 

Mr. Young was educated at Wesleyan 

(CONTINUED ON LAST PAGE) 
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Sell Appointments, Not 
Insurance—H. W. Abbott 





NEW YORK—TIn making the ap- 
proach, sell appointments—not life insur- 
ance, Henry W. Abbott, Patterson 
agency, Massachusetts Mutual Life, New 
York City, told the New York City Life 
Underwriters Association. Mr. Abbott, 
who was for 13 years general agent of 
the Massachusetts Mutual in Pittsburgh, 
has made himself a’ one-man laboratory 
to investigate the principles of success- 
ful selling, using only methods open to 
the new agent. 

In approaching the prospect the agent 
must use caution since “‘the first 12 feet of 
your approach, the first 12 seconds and 
the first 12 words weigh heavily in how 
far you will succeed,’ Mr. Abbott said. 

“Why do you go to see the alleged 
prospect?” he asked. “To sell some life 
insurance or an annuity? Most certainly 
not. Those are bugbears that peopic 
don’t want and furthermore, you do not 
know whether or not they need them. 
When you approach people get it firmly 
fixed in your mind that you approacn 
only to make an appointment for a dis- 
cussion, not to make a sale. Appoint- 
ments are easier to sell than life insur- 
ance. Go out and sell appointments and 
save your life insurance selling ability 
for those who you have determined need 
life insurance and can pay for it. 


Five Thoughts in Mind 


“Do you realize when you approach a 
busy prospect whom you have never 
seen before, even if you have a card of 
introduction with you, that five thoughts 
immediately come to his mind? They 
are (1) ‘Who is he?’ (2) ‘Whom is he 
with?’ (3) ‘How long will he stay?’ (4) 
‘How can I get rid of him?’ (5) ‘What 
does he want?’ “om 

“Everyone of those thoughts in his 
mind must be answered before you can 
settle down to the business in hand, that 
of getting an appointment and not being 
given a summary dismissal before you 
have put your message across. In ex- 
actly 18 seconds you can get down to 
brass tacks if you will simply say, ‘Mr. 
Prospect, my name is John Doe. I am 
with the -Blank Life Insurance Com- 
pany. I have stopped for just a mo- 
ment. The purpose of my call is to 
make an appointment with you for to- 
morrow or the next day—or better still, 
right now, if you have 20 minutes. What 
is your convenience?’ 

Assumed He’d Be Busy 

“You have specifically answered 
everything in his mind regarding your 
presence, even though nine out of 10 
times he will answer in a way indicating 
that he did not hear all your points. If 
he says he is busy reply that you ex- 
pected him to be busy and that was the 
reason you mentioned you were stopping 
for only a moment. Then continue to 
ask for the appointment. 

“Bear in mind that you have not men- 
tioned the subject to be discussed and if 
you stick to selling him on the idea of 
giving you an appointment he will even- 
tually have to ask ‘What about?’ and 
right there is the crux of the whole mat- 
ter. If you are not prepared to answer 
‘What about?’ quickly without hesita- 
tion, for goodness sake don’t bother to 
make a call.” 

Mr. Abbott said that the life blood of 
the approach depends entirely upon 
whether the agent can present an arrest- 
ing thought to the prospect’s inquiry, 
“What about?” Offering to discuss life 
insurance, review his policies and the 
like, means nothing to him and will not 
get the appointment, he warned. As 
suitable replies he suggested, “I want to 
talk to you about a pension fund,” or “I 
want to talk to your about your mort- 
gage,” or “I want to talk to you about 
your son, Jim,” or “I want to talk to 
you about the care of your widow after 
the proceeds of your life insurance run 
out.” When the prospect makes the in- 
variable reply, “What about my son, 


Jim?” or “What about my mortgage?” 
don’t enter into a discussion at that 
point, the speaker advised, but simply re- 
ply, “That is why we will need 20 min- 
utes” and continue to ask for the ap- 
pointment. 

“If he says that he is not interested 
in life insurance assure him that you 
have not mentioned life insurance and 
will not,” Mr. Abbott continued. “Get 
it fixed in your mind that the interview 
you want is to discuss some vital prop- 
lem of his and when the problem is firm- 
ly fixed in his mind he will have to 
ask for a solution, for which you know 
there is none other than life insurance. 

“When your prospect endeavors to 
dismiss you with the answer that ‘he has 
the matter all cared for,’ ‘that it is under 
control,’ or ‘that he has discussed it be- 
fore,’ you must stand firm in your deter- 
mination to make the appointment. You 
can suggest that there are new angles to 
discuss, that a new interpretation may 
be valuable and that you are again ask- 
ing the courtesy of a discussion at his 
convenience. You can be persistent and 
you can be determined but you must 
not let persistency or determination 
overrule courtesy.” 

When an agent feels confident that he 
can discuss problems without mention- 
ing life insurance until asked to he will 
find himself being granted more appoint- 
ments than he can handle, Mr. Abbott 
said. The success of getting an appoint- 
ment is the common use of rarely used 
courtesy, acting with and before others 
as you would have them act toward you, 
he said. Always ask for an appointment 
rather than barge in, even if you know 
your prospect and do not have to men- 
tion your name or that of your company, 
he added, saying that the door is always 
open to a courteous approach and barred 
tightly to peddlers. 





Winter Sports Dangerous 


The dangers of winter sports are 
analyzed by the Northwestern National 
Life. Toboganning is a major source 
of injuries. Adults who have not been 
active in athletics and have recently 
taken up winter sports are frequent 
casualties. Fractures sustained in going 
over bumps while seated on a toboggan 
are common. 


Hochstadter Leads Pacific Mutual 


CINCINNATI—C. P. Hochstadter, 
J. M. Gantz agency of the Pacific Mu- 
tual, for the second time in four years 
led the company in production. He 
serves as president of the 1940 “Big 
Tree” Production Club, the Pacific Mu- 
tual’s highest sales honor, duplicating 
his performance in 1935. Mr. Hoch- 
stadter is an expert in trust and business 
agreements and policy analysis service. 





North to Talk to Fire Men 

Henry E. North, vice-president Met- 
ropolitan Life, will deliver the keynote 
talk on “Salesmanship” at annual meet- 
ing of the Fire Underwriters Association 
of the Pacific in San Francisco Feb. 7-8. 


At the sales congress of the Minne- 
sota Association of Life Underwriters 
in St. Paul this week Byron H. Timber- 
lake was given an honorary life mem- 
bership in the Minneapolis Underwriters 
Association which he helped to found 
in 1896. Mr. Timberlake, now 78, has 
been in life insurance in Minneapolis 
for 48 years and is still active in that 
field. He has been with the Pruden- 
tial since 1899. 

E. E. Besser, general agent Lincoln 
National Life, Chicago, has just re- 
turned from Miami, Fla. Following the 
holding of the company’s convention, 
Mr. Besser spent a week vacationing at 
Miami and Del Rey. 


Texas Loan Rule 
Does Not Apply 
to Corporations 


AUSTIN, TEX.—Certain conditions 
under which a life company may make 
a loan to another corporation having a 
common director or officer were out- 
lined in an opinion by Attorney-General 
Mann to ‘Chairman Woodward of the 
Texas board of insurance commis- 
sioners. 

Mr. Woodward asked if Article 4727 
“prohibits a life insurance company from 
making a loan to another corporation 
if a director or officer of the life insur- 
ance company is also a director or an 
officer of the borrowing corporation, the 
officer or director having no personal 
interest in the loan and receiving no 
money or valuable thing for negotiating, 
procuring, recommending, or aiding in 
the furtherance of the loan, either as 
principal, co-principal, agent of benc- 
ficiary in such loan.” 


Applies to Persons Only 


It was held that directors and officers 
of insurance companies are inhibited 
from receiving any money or valuable 
thing for their part in negotiating the 
loan but neither the inhibition nor the 
penalty under Article 4727, revised civil 
statutes, or Article 577, penal code, can 
be stretched to prevent an insurance 
company from making a loan to a cor- 
poration where a director or officer of 
the lending insurance company is also 
a director or officer of the borrowing 
corporation. The prohibition, it was 
pointed out, is against the individual 
officers. 

“The question propounded presents 
the weakest situation imaginable for ex- 
tending the statutory prohibition to a 
loan by a life insurance company to a 
corporation with which it has a director 
in common,” the opinion pointed out. 
The contemplated loan would be valid 
at common law, it was held, and it is 
not prevented by the statutory law of 
this state. 

In answering the question negatively, 
the attorney general emphasized that 
“this opinion is limited strictly to the 
circumstances described in your request. 
There is no attempt on our part to lay 
down a universal rule applicable to 
every situation in which a director or 
officer of the lending insurance company 
is also a director or officer of the bor- 
rowing corporation.” 


New England Mutual Life 
Cites Volume, Lives Leaders 


In addition to William T. Earls of 
Cincinnati, who led the agency force of 
New England Mutual in 1939 produc- 
tion, the company cites a number of 
others with conspicuously successful rec- 
ords. In second place was G. Nolan 
Bearden of the Hays & Bradstreet 
agency in Los Angeles, and third, James 
H. Prentiss, Jr., of the H. G. Swanson 
agency, Chicago. 

Top honors in number of lives went 
to Lowell D. Crandon and Henry C. 
Stockman of the C. Vernon Bowes 
agency in Newark, whose partnership 
insured the lives of 353 persons. Spe- 
cialists in the field of pension trusts, 
Messrs. Crandon and Stockman led the 
company in volume in both 1936 and 
1937. Runner-up in number of lives was 
W. Franklin Scarborough of the Albert 
W. Moore agency, Philadelphia, who 
paid for 106 lives. 

Mr. Bearden, now in only his second 
full year in life insurance, is already a 
qualified member of the Million Dollar 
Round Table. Mr. Prentiss, who has 
been among the leaders since he began 
his career with the Swanson agency in 
1932, was one of the first to win a place 
at the round table for 1940. 


A. W. Jones, Jr., Winston-Salem, N.C., 
has been promoted to assistant superin- 
tendent of the Washington, D. C., dis- 
trict of the American National. 


Unique Retirement 
Plan for Bankers 
National's Agents 


Announcement Is Made 
at Florida Convention 
of Leading Producers 


HOLLYWOOD, FLA.—Bankers Na- 
tional Life of New Jersey will shortly 
set up a unique retirement plan, includ- 
ing death and disability features, for its 
agency force on a contributory basis, it 
was announced here at the annual con- 
vention of leading producers. Somewhat 
similar to social security, an unusual fea- 
ture of the plan is that the contributions 
of an agent to the plan may not be with- 
drawn while he continues with the com- 





R. R. LOUNSBURY 

pany. This is designed to remove the 
otherwise ever-present temptation to de- 
plete one’s reserve and is consistent with 
the view which President R. R. Louns- 
bury has expressed on several occasions 
that life insurance would do its job bet- 
ter if it were not possible to borrow 
against it, since loans lead to lapses. Un- 
der the Bankers National’s retirement 
plan agents who leave the company may 
withdraw what they have contributed 
though not, of course, any of the com- 
pany’s contributions. 

Besides President Lounsbury the 
home office is represented by W. J. Sie- 
ger, vice-president and superintendent 
of agents; Dr. B. T. D. Schwarz, medi- 
cal director; and H. C. Freeman, and R. 
J. O’Brien, field assistants. 


Victoroff Top Producer 


President of the President’s Club, or- 
ganization of leading producers, is Irv- 
ing Vicioroff, Jersey Citv, N. J., who in 
a previous year also attained this dis- 
tinction. Runner-up for top producer 
honors is Harry J. Baker of Boston, a 
1938 member of the million dollar round 
table. 

The convention program included an 
address by a Bankers National director, 
J. Thomas Gurney, of Orlando, Fla., a 
showing of the Institute of Life Insur- 
ance motion picture “Yours Truly, Ed 
Graham,” an “Information Please” panel 
with four of the leading producers as a 
board of experts, and a detailed presen- 
tation of plans for 1940. 

There was a farewell party at the Ho- 
tel New Yorker, New York City, before 
the conventioneers boarded the train for 
Florida. 
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CONTINENTAL COMPANIES 


General Offices: Chicago, Illinois 


Continental Casualty Company 


Financial Statement—December 31, 1939 


ASSETS 

















I: 06k sae os wie dwn 5-2 aces a 
*United States Government Obligations: 
Direct Obligations........ $10,197,929.25 
Reconstruction Finance 
Corporation Notes........ 1,004,955.00 
PROT ee Cee ee 11,202,884.25 
"Olen Pebile Bons. «sxc ciewrvs caverxes: 2,487,856.75 
*Railroad Bonds............. $ 960,522.45 
*Public Utility Bonds........ 3,482,259.98 
*Miscellaneous Bonds........ 2,866,246.12 
ME eh aCe tag kek eee oe 7,309,028.55 
*Preferred and Guaranteed Stocks......... 1,107,160.00 
ion os cetuneanweuweusunswale 5,528,944.00 
cn d ree Susadeeasensene 370,243.35 
pg RU FOr rr ree ars 960,123.00 
Premiums in Course of Collection 
(Not over 90 days past due)........... 3,925,468.61 
Accrued Interest and Rents.............. 188,705.65 
NE sa iniiedecrcdedentadieticees 369,700.16 
I BIR 55s cnnnkendnsicue $37,291,200.67 
LIABILITIES 
Unearned Premium Reserve............. $ 9,784,360.00 
mrmmneen Tat SIs 6 noice ccc ccccccccesi< 14,471,849.47 
Miscellaneous Liabilities................. 2,412,940.79 
General Contingency Reserve............. 1,800,000.00 
CN 65s VE ie eeeerewess $ 2,000,000.00 
| eT eee 6,822,050.41 
Contd Gal THs «(4 kc cesactecveceses 8,822,050.41 
NN ik dr kens chs henceeaWeewaesel $37,291,200.67 
Net Premiums written during 1939....... $22,998,520.46 
I EE Bn 66 oe ei cas eee ne 1,959,347.96 


Casualty Insurance 


*Eligible bonds amortized. Insurance stocks valued on basis 
of pro-rata share of Capital and Surplus. All other securities 
at Market Quotations. 


Continental Assurance Company 
Financial Statement—December 31, 1939 


ASSETS 


Cale: 220 0s0s <span scree tanya $ 1,342,898.77 
*United States Government Obligations.... 5,237,007.00 


"OiGisew Pin: Tanase i 03 5 eas te es 763,423.57 
*Railroad Bonds..............$2,414,042.77 
*Public Utility Bonds........ 7,051,867.60 
*Miscellaneous Bonds......... 2,224,018.28 
RD kn sbnn sdk dace eo Oe ess 11,689,928.65 
*Preferred and Guaranteed Stocks....... 1,074,350.00 
NS 84 Sbiiad vb aw'dawnes aoe wnbas None 
Ses ions a.050 is ndandsnesaweis 6,173,796.41 
PRS sai i ghn sins ctyesacewaeses 4,373,899.31 
Bee Beas ae Ms 24s hence eee 1,463,131.75 


Net Deferred and Uncollected Premiums.. 1,232,094.62 











Accrued Interest and Rents.............. 268,842.71 
Other Admitted Assets................... 30,769.31 
Admitted Assets................0+.2++993,090,142.10 
LIABILITIES 
Statutory Policy Reserves................ $27,864,307.54 
Death Claims Due and Unpaid........... None 
Pending Claim Reserve...............+-. 1,196,005.70 
Premiums Paid in Advance.............. 287,470.92 
Miscellaneous Liabilities................. 379,914.65 
General Contingency Reserve............. 280,000.00 
Capital ............++2020+--$1,000,000.00 
eT eT eee 2,642,443.29 
Caneel an Ti oo o's 6 omen cgsivengs 3,642,443.29 
ae 
Insurance in Force as of December 31, 
F5G> CemGee GO) 6 io cess cdaennans $252,671,711.00 
Inievease aware hGdee. . 0s esec eetae 20.699,213.00 


*Eligible bonds amortized. All other bonds and all stocks at 
Market Quotations. 


DIRECTORS 


H. A. BEHRENS, Chairman of the Board, Continental Casualty Co.; President, Continental Assurance Company 


W. McCORMICK BLAIR *W. G. CURTIS 


Blair, Bonner & Company President, 
National Casualty Company 


WILLARD N. BOYDEN 


Vice President and Treasurer “HARRY W. DINGMAN 
Vice President and Medical Director, 
ROLLIN M. CLARK Continental Assurance Company 


Vice President and Comptroller FRANK R. ELLIOTT 
Vice President, 


M. P. CORNELIUS Harris Trust and Savings Bank 


President, Continental 
Casualty Company 
Vice President, Continental 
Assurance Company 


CHARLES F. GLORE 
Glore, Forgan & Co. 


*Continental Casualty Company only 


*R. W. HYMAN E. V. MITCHELL 
Insurance General Counsel 
: = °ROSS E. MOYER 
ARNOLD B. KELLER Vice President and Actuary, 
_ Treasurer, Continental Assurance Company 
International Harvester Company 
PURCELL L. SMITH 
President, The Middle West 
Corporation 


°F. D. LAYTON 
President, National Fire Insurance 


Company of Hartford R. DOUGLAS STUART 


First Vice President, 
The Quaker Oats Company 


ROY TUCHBREITER 
Vice President 


Cc. R. MESSINGER 
Chairman, Oliver Farm Equipment 


Company 
President, Chain Belt Company 


°Continental Assurance Company only 


The Continental Year Book discloses in greater detail the Companies’ 
operations and financial structure. 


Fidelity and Surety Bonds 


It will be furnished upon request. 
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DEPENDABLE PERFORMANCE 





The Complete Security Plan 


for Employees 





To enable employers to offer to their em- 
ployees an easy and systematic basis of 


providing: 


|. Some degree of personal secur- 
ity, supplementing the benefits of 
Social Security. 


2. More adequate protection for 
dependents in event of prema- 
ture death. 


3. Assistance for the employee in 
building a cash fund for emerg- 


encies. 





Another Connecticut Mutual Service 
Designed to Help the Salesman Sell 


CONNECTICUT 


INSURANCE COMPANY: HARTFORD 





LIFE 





Heads All ry 
Divisions of Metropolitan 








HORACE R. BASSFORD 


Horace R. Bassford has now been 
placed in charge of the entire actuarial 
division of Metropolitan Life following 
the retirement of Senior Actuary Ray- 
mond V. Carpenter. 

Mr. Bassford went with Metropolitan 
in 1915 as a clerk in the actuarial divi- 
sion. He advanced to a_ supervisory 
position in that division while he was 
completing the examination of the Ac- 
tuarial Society. He became a fellow in 
the Society in 1920 and in 1922 he was 
appointed an assistant actuary of Metro- 
politan. 

Mr. Bassford had always been closely 
associated with J. D. Craig in the work 
of the ordinary and group actuarial divi- 
sions and in 1936 when Mr. Craig as- 
sumed charge of all home office opera- 
tions, Mr. Bassford was made actuary, 
in charge of the ordinary and group divi- 
sions. Under the new organization, Mr, 
Bassford also takes supervision of the 
industrial actuarial division which here- 
tofore had been under the supervision of 
Mr. Carpenter. 

The Metropolitan’s actuarial chief has 
an unusual pre-actuarial background. At 
one time the odds seemed considerably 
greater in favor of his attaining emi- 
nence in electrical engineering or in 
teaching the classics than in life insur- 
ance work. 

After being graduated from Trinity 
College, Hartford, in 1910, Mr. Bass- 
ford studied electrical engineering at 
3rooklyn Polytechnic Institute and later 
was a research worker at the Thomas 
A. Edison laboratories in West Orange, 
N. J. His experience between college 
and joining Metropolitan also included 
teaching at Trinity school, New. York 
City, where he had classes in Latin and 
Greek. His recreations however are 
golf, bridge, gardening, amateur motion 
pictures, and travel rather than reading 
Euripides in the original. His expert 
knowledge of electricity comes in handy 
if anything goes wrong with the motion 
picture projector but otherwise none of 
his hobbies has an electrical angle. 

Mr. Bassford was one of the original 
members of the special committee on 
aviation of the Actuarial Society. He 
maintained a conservative attitude in the 
face of claims from aviation enthusiasts 
about the marked increase in air travel 
= and he had the statistics on his 
side. 

Last summer Mr. Bassford testified 
before the Temporary National Eco- 
nomic Committee on intercompany con- 
ferences which had brought about in- 
creased uniformity on annuity rates. He 
was chairman of the subcommittee ap- 
pointed to study these rates. 





President T. I. Parkinson of Equitable 
Society will be the speaker at the 
American Institute of Banking annual 
dinner Feb. 3 in New York. 


Lecomaid 26, 1940 


‘Gime am 
Hears Munger 


In a highly informational talk on pres- 
ent economic conditions, Royal F. Mun- 
ger, financial editor Chicago Daily News, 
told the Chicago Life Underwriters As- 
sociation there was never a time in his- 
tory when the people of this country 
needed savings more. Mr. Munger spoke 
on “Why Unemployment.” 

In a preliminary to Mr. Munger's 
talk, Mrs. Ruth Morris, whose late hus- 
band was supervisor for the Mutual 
Benefit agency of Paul Cook in ‘Chicago, 
greatly moved the audience in her re- 
cital of “What life insurance means to 
a woman with small children.” The life 
insurance program which her husband 
carried is enabling her to continue living 
in the manner to which she was accus- 
tomed, gives her an income for life, and 
also will provide her two daughters with 
a college education. 

Mrs. Morris has now entered the life 
insurance business with the Bruce Par- 
sons agency of Mutual Benefit, Chicago, 
assuming her husband's business and 
creating a business of her own. 

The meeting was exceptionally well 
attended. Presiding in the absence of 
L. Mortimer Buckley, Provident Mu- 
tual, was W. M. Houze, general agent 
John Hancock and vice-president of the 
association. 





New Chicago General Agent 


Roy Zimmerman has been appointed 
general agent for Minnesota Mutual Life 
in Chicago. At present he is general 
agent for Service Life and will retain 
that connection in addition to his ap- 
pointment. He has an agency staff of 
15 men. 

Mr. Zimmerman has been in the life 
insurance business since 1920, starting 
with Columbian National in Chicago. 
He then participated in organizing the 
old Builders Mutual Life. From there 
he went to Central Life of Illinois, and 
then organized Builders Life. He went 
with Service Life as general agent two 
years ago. 


American National Rally 


Insurance was discussed from the 
viewpoint of both preacher and_ hard- 
boiled business man at the regional din- 
ner of the American National in Bir- 
mingham. Dr. R. H. Crossfield, presi- 
dent emeritus of Transylvania College, 
stressed the economic value of life in- 
surance to business and society and the 
service widows and orphans have re- 
ceived. Other speakers included Dr. 
H. C. Crelly, medical examiner; G. S. 
McCarter, superintendent of agents; 
Fred Fischer, H. B. Harman, Retail 
Credit Company, and Frank Heard. 





Janney Agency Contest Winner 


Victor for the seventh consecutive 
time in the traditional inter-agency pro- 
duction contest of the Pacific Mutual 
Life, the G. C. Janney general agency, 
San Diego, will celebrate its achieve- 
ment with a dinner and theater party. 

Final figures show the Janney agency 
ahead with 200.6 percent of quota at- 
tained. This mark gives the agency two 
successive years in leadership for at- 
tained quota. Fifty-eight of Pacific 
Mutual’s general agencies from coast to 
coast participated in the contest. 


New C. of C. Committee Members 


Three additional members of the life 
insurance committee of the Los Angeles 
chamber of commerce are Dwight L. 
Clarke, executive vice-president Occi- 
dental Life; L. P. Robertson, assistant 
general counsel Pacific Mutual Life, and 
Carl E. Herfurth, of the consulting 
actuarial firm of Coates & Herfurth. 
The committee now consists of 25 
members, with Harold D. Leslie, general 
agent Northwestern National, as chair- 
man. 





The State Capital Life of Raleigh is 
opening a district office in Winston- 
Salem with E. L. Jones as manager. 
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RESOURCES 

OG on .64, ok. ee ee ee ( 1.20%) $ 579,259.11 
Bonds ...... Te MT POM te (37.11%)  17,923,864.28 
INS 566.5 gf Bs Paes awh Saleen eeGaas (34.06%)  16,452,453.44 
Policy Loans and Liens... Koh pobae dpa tee (15.99%)  _7,725,362.38 
I ero, eet toeyce ah lc. pe ge ee ( .90%) 435,337.17 
Real Estate Sold on Contract............,........... ( S73) 467,586.7| 
Comme Wipe cheek ee ented ( 6.98%)  3,371,985.86 
Due and Accrued Interest........................... ( .85%) 408,930.53 
Due and Deferred Premiums and Other Assets.......... ( 1.94%) 939,516.72 

Pee IE 6 ooo sth dea dee ees ee (100.00%) $48,304,296.20 

LIABILITIES 

IN iad oy Arial ata a ee eects 445 ga ee ae ee $41 633,563.00 
5 Loh see ilods os's 43s She ee 2,168,922.00 
I 5) Gea ott | Bee. a onde. ny ene’ 844,260.80 
I ncaa ton pee ame NAa AR Maat ea 209,267.79 
hci s Be inl a3 gave on 6% ae oem ech aaa 194,033.36 
Interest and Premiums Paid in Advance........................ 362,291.80 
Dividends to Policyholders.......... 42 1GKS ein ee eee 160,491.34 
Current Accounts and Other Liabilities....................... 48,692.82 

INS «oss ns 3 ea aig eo pee pate wate mae $45,621 522.91 
EXCESS PROTECTION TO POLICYHOLDERS.............. at 2,682,773.29 

es ne ee jap Ramineeailic eae coe $48,304,296.20 

Insurance In Force....................... $191,052,405.00 


THE OHIO NATIONAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 
T. W. Appleby, President 
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New York Life Scale 
for 1940 Announced 


Two Dividend Booklets 
Issued, Showing New 
Basis, Actual History 


New York Life has announced its 
dividend scale for 1940, this being pre- 
sented in the usual form, but supple- 
mented this year by another booklet 
“Records of Dividends,” showing actual 
dividends paid or declared on policies 
over the last 20 years that were issued in 
1920. 

This 20 year period, it was stated, “re- 
flects the general effect of the changing 
economic conditions on the surplus avail- 
able for distribution under our policies. 
The 20-year period here covered, ex- 
tending from 1920 to 1940, includes years 
of great prosperity as well as years of 
severe depression. It is doubtful whether 
in any other similar period we have seen 
such marked contrasts and our divi- 
dends have necessarily reflected the con- 
ditions of the times.” 

It was stated the cash dividend tabu- 

(CONTINUED ON PAGE 22) 


United States Division Has 
Large Business Increase 





Business in force increase of Manu- 
facturers Life last year was the largest 
in the last nine 
years except for 
1937, and almost 
half of the gain 
was registered in 
the United States 
division, the of- 
ficers reported at 
the annual meet- 
ing. Of the total 
new business, the 
United States pro- 
vided 27. percent, 
and it has over 20 
percent of that in 
force, or about 
$118,000,000 of the 
$590,000,000 in force. President M. R. 
Gooderham commented on the stability 
of the life insurance institution in times 
of abnormal stress. 

“The business of life insurance has 
suffered comparatively limited disloca- 
tion of its routine,” he said. ‘This is a 
repetition of previous experience. In 
the last great war the outbreak of hos- 
tilities slowed down the production of 





J. H. Lithgow 











10 YEARS 





of Continental American Growth 


(showing how the Company met the adverse conditions of the Thirties) 


In Force, Dec. 31; 1939— increase over Dec. 31, 1929..... 47% 


(All U. S. companies for same period—10%) 


Assets, Dec. 31, 1939—increase over Dec. 31, 1929 . 
(All U. S. companies for same period—67%) 


| New Insurance Sold in 1939— increase over 1929 ....... 29% 
(All U. S. companies for same period—decreased 35%) 





Highlights of 1939 


Insurance in Force at end of year, $135,718,350—an all-time high 
Assets at end of year, $24,858,492—an all-time high 


Number of Club Members increased 13% during year 





WILMINGTON. DELAWARE 








ANNUAL STATEMENT . .. DECEMBER 31, 1939 


ASSETS: Bonps: U. S. GovERNMENT..........- $ 3,572,181.58 14.4% 
CANADIAN GOVERNMENT .......- 98,072.30 0.4 
State, County aNp MunicipaL. 1,302,202.09 5.8 
PE ASIPEDAD: 5 acinus sib ioleesie'sie sian ccc 1,358,556.22 5.5 
Mirai ooo ee erates choice 3,417,090.56 13.7 
EINE, nos veo e sas issese 61,504.19 0.2 


Tota Bonps ...... 
First MortGaGEs oN City PRoPERTIES. 
First MortGAGES ON FaARMS..........- 
Reat Estate ...... 
PREFERRED AND GUARANTEED STOCKS.... 
Bank STOCKS ..... 
Poticy Liens WITHIN THE RESERVE... 
0 SIT rena 


114,907.77 0.5 

eT Tee 755,256.73 3.0 
736,000.00 3.0 

Sine Dh Vipee weaves 48,380.00 0.2 
4,457,801.52 17.9 

881,824.63 3.5 


SS a ee SP eT i.” $24,858,492.38 


ene cceececcessoceseesecersee $21,700,845.00 


LIABILITIES; ‘rear Reserve ... 


RESERVED FoR Poticy DivipENps, Taxes, Etc..... 835,935.57 
CCOMPIRRCNCR TRIE as 6.0 6-0'5055:65005006050 0 0c 262,354.13 
TOTAL, THABITATIGS oo cccc ciccweccesces $22,799,134.70 
CapiTat GrOGK  svsisin6osecerccwens $ 637,530.00 
GONPEME no ccesccciececsccccsecessas 1,421,827.68 
ASSETS IN EXCESS OF LIABILITIES.... 2,059,357.68 


EO eT Ty $24,858,492.38 


Continental American Life Insurance Company 


OPPORTUNITIES are now open in West Virginia, Virginia, Massachu- 
setts, Connecticut, New York, New Jersey, Pennsylvania, and Ohio 








$ 9,809,556.94 39.5% 
8,054,764.79 32.4 





100.0% 


A. A. RYDGREN, President 














new business. When, however, the pub- 
lic settled down to an appraisal of con- 
ditions and had time to take stock of 
the place that life insurance held in the 
individual and national economy, this 
business gradually assumed its normal, 
or even an accelerated rate of operation. 

“War experience lays stress on the 
value of human life and the natural out- 
growth of this thought is to provide 
protection. Thus it may be anticipated 
that in the year immediately ahead there 
will be no loss of ground in the great 
cooperative enterprise in which we are 
engaged. The principle of life insurance 
is too firmly fixed in the consideration 
of all enlightened people for them to 
lose the advantage of practical provision 
against the exigencies of life.’ 

General Manager J. H. Lithgow re- 
ported each year has seen a strengthen- 
ing of position in the continuous re- 
valuation of assets, the stiffening of the 
basis of policy reserves and substantial 
additions to contingency reserves and 
surplus accounts. He expressed confi- 
dence in the company’s position to meet 
whatever may be in store. 





Alternative California Group 
Forms Are Announced 


SAN FRANCISCO—A complete list 
of alternative forms for use in writing 
group disability in California effective 
Feb. 15 has been promulgated by Com- 
missioner Caminetti, in line with his or- 
der of Dec. 28 following a hearing on 
group disability and family expense dis- 
ability policies. 

These alternative forms must be used 
by all companies writing group disability 
until the special committee to be ap- 
pointed, with Harold Haas, assistant 
commissioner, as chairman, works out 
specific forms. Representatives of the 
Health & Accident Underwriters Con- 
ference, Bureau of Personal Accident & 
Health Underwriters and the Group As- 
sociation (accident and health section) 
will ke on the committee, with three 
other members appointed by the com- 
missioner. 





Hartberg Agency Takes First 


The N. G. Hartberg general agency 
of Old Line Life of America, Marinette, 
Wis., led in 1939 with the largest volume 
of new paid for business. F. W. Du Bose 
and Associates, Milwaukee, was second. 
In personal production, F. J. Voight, of 
the Ulrich Agency, led in new paid in- 
surance and premiums, and was second 
in number of lives. Harold Buckman, 
Du Bose ty ag was runner up in paid 

volume; J. L. Fox, Fox Agency, Fond 
du Lac, Wis., was second high in pre- 
miums, and leading in number of lives 
was H. L. Schindler, general agent, 
Monroe, Wis. H. G. Sell, Oconomowoc, 
Wis., led in number of applications and 
highest volume of premiums in the acci- 
dent and health division. Sixty agents 
of the Hartberg agency and their wives 
honored Mr. Hartberg at a dinner held 
in Green Bay, Wis., at which P. A. 
Parker, agency director, presented the 
honor ‘guest a plaque in recognition of 
leading the general agents in paid-for 
business. Also from the home office was 
M. F. Ryan, treasurer. H. A. Quist, 
district manager at Green Bay, was in 
charge of arrangements. 





Mrs. D. F. Houston, wife of the chair- 
man of the board of the Mutual Life of 
New York, died at her home in New 
York City, Jan. 22. Mr. and Mrs. Hous- 
ton were married in 1896, Mr. Houston 
at that time being professor of political 
science at the University of Texas. Mrs. 
Houston had been graduated from the 
University of Texas at 18 and won Phi 
Beta Kappa honors. 

Mrs. Houston was active in charitable 
work, having been vice-president of the 
child adoption committee of the State 
Charities Aid Association since 1923. She 
was also New York chairman of the 
Robert E. Lee Memorial Foundation, or- 
ganized _to preserve the birthplace of 
Robert E. Lee in Virginia. The original 
Lee house at Stratford, Va., was built 
by one of Mrs. Houston’s ancestors. 


Robbins Comments 
on TNEC Snoopers 


Doughty American Life 
Convention Manager Has 
on His Fighting Uniform 


WASHINGTON, D. C.—Col. C. B. 
Robbins, manager of the American Life 
Convention, was in this city last week 
and commented on the situation created 
by the SEC snoopers who attempted to 
get at his private files to ascertain what 
senators and congressmen said in reply 
to the letter sent out by state vice-presi- 
dents asking their views on federal su- 
pervision. There was enclosed in the 
correspondence to the legislators a bro- 
chure giving the reasons for upholding 
state supervision. 

Colonel Robbins stated that after he 
refused to reveal the correspondence an 
effort was made by the investigators to 
get the information from the files of dif- 
ferent company officials, those acting as 
state vice-presidents. Some officials ap- 
proached were R. R. Lounsbury, presi- 
dent Bankers National Life of Mont- 
clair, N. J.; J. A McLain, president 
Guardian Life; G. W. Steinman, presi- 
dent Midland Mutual Life; Richard 
Boissard, vice-president National Guar- 
dian Life of Madison, Wis.; Henry 
Abels, vice-president Franklin Life, and 
R. E. Sweeney, president State Life of 
{ndiana. 

The investigators found little of what 
they sought. They photostated a letter 
from Mr. Steinman’s files, which is 
about all they obtained. 

“I’m certainly not worried over any 
steps the TNEC may take,” said Col- 
onel Robbins. “I had thought the mat- 
ter closed after my ‘interview’ with In- 
vestigators Blomquist and Greaney. In- 
cidentally, during the ‘interview,’ Grea- 
ney, who must have had training in the 
FBI, stared at me so fixedly and silently 
that I finally asked him what he found 
so interesting. These men have been 
dealing with people who were afraid to 
death when they ‘dangled the hand- 
cuffs’ in front of them. But I am, most 
assuredly, not afraid. If they subpoena 
my files I shall enjoin the action. They 
may put me in jail, but a writ of habeas 
corpus will get me out if they do.” 


John Hancock “Ads” Show 
Use of Money in Crises 


First advertisement in the 1940 sched- 
ule of John Hancock Mutual Life will 
appear in the Jan. 29 issue of Time. The 
list for 1940 includes four weekly publi- 
cations, The Saturday Evening Post, 
Time, Collier’s and Life, and insertions 
are so staggered that for 40 weeks out 
of 52 there will be a John Hancock ad- 
vertisement in one of these weeklies. 

Theme of the campaign is carried out 
with dramatic photographs showing im- 
portant historical events wherein the use 
of a comparatively small amount of 
money at a critical time saved the day. 
The life insurance analogy is developed 
by showing how the arrival of readjust- 
ment money after the death of husband 
and father affects the future course of a 
dependent family. 

Ten advertisements, proving that 
money is needed to make plans work, 
are scheduled. The first tells the story 
of Samuel Morse, inventor of the tele- 
graph, who during his long struggle to 
prove the worth of his invention, was 
once saved from virtual starvation by the 
payment on account of $10 owed him 
for drawing lessons. 

Offered to the interested reader is a 
booklet, “Two Lives,’ which gives “de- 
tails of a complete plan prepared for a 
family in moderate circumstances.” 








C. S. Goodrich, agent Bankers Life of 
Nebraska at Seneca, Kan., has been 
elected president of the chamber of com- 
merce there. 











January 26, 1940 


LIFE INSURANCE EDITION 











Plans Made for the 
Meetings at Dallas, 


DALLAS—C. J. Zimmerman, presi- 
dent of the National Association of Life 
Underwriters and one of the speakers 
at the Texas tri-city sales congress to be 
held in Houston, San Antonio and Dal- 
las Jan. 30-31 and Feb. 1, will be the 
speaker at a dinner here following the 
final session of the congress. S. J. 
Hay, president Great National Life of 
Dailas, is in charge of arrangements. 

Mr. Zimmerman will be guest of 
honor at a luncheon to be given by E. 
F. White, Dallas general agent Connec- 
ticut Mutual Life, for Connecticut Mu- 


tual agents in north Texas who attend 
the Dallas session of the sales congress. 
Mr. White will be host at a breakfast 
for officers and directors of the Dallas 
Association of Life Underwriters and 
of the Dallas General Agents & Man- 
agers Club so that they may meet the 
speakers on the sales congress program 
In connection with the sales congress, 
agerts of the Equitable Society in north 
Texas will be luncheon guests of L. W. 
Klingman, Dallas agency manager. 
Great National Life agents who attend 
the sales congress session in Dallas will 
take part in a company sales meeting 
Feb. 2. i 
Officers, directors and committeemen 
of the Texas association will hold their 
mid-year meeting in Dallas Feb. 2. Plans 


will be made for the annual convention 
to be held in Austin June 6-8. 





Guardian of Texas Changes 


R. R. Smith, formerly of Jacksonville, 
Tex., has been advanced by the Guar- 
dian Life of Dallas to manager of the 
Tyler district, succeeding C. B. Jor- 
dan, who has been placed in charge of 
the monthly life department in east 
Texas. The Guardian Life has also ad- 
vanced Curtis Ripley, formerly at Ty- 
ler, to manager of the Waco district. 
He succeeds W. S. Dougherty, who has 
been given charge of the new Dallas 
district No. 3. S. T. Smart has been 
moved from field superintendent in 
Dallas district No. 1 to Sherman, Tex. 





A $10 BILL THAT GAVE WINGS T 


venrot ten dofiass on accowat, # 
9 dangerous pass ithe ciimls co his Baal vec 


JOHN HANCOCK MUTUAL E! 


I7’s a win against adversity every time a John 
Hancock agent delivers the guarantee that an- 
other man’s family will have income to keep 


them safe during a period of readjustment. 






ie INSURANCE COMPANY. .. sur w. COR, President 
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OUT TO WIN 


Many agents are achieving records as 
“money players” with the help of our national 
advertising on the readjustment income plan. 


A current advertisement is shown above. 











JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 





OF BOSTON, MASSACHUSETTS 


Urges Recognition 
of Quality Sales 
by Agency Force 


At least one production club based on 
persistency of business should be a part 
of the honor roll plan of every company, 
it is recommended in a report of the 
committee on persistency of business of 
the Sales Research Bureau which has 
just been published. It was compiled by 
Donald G. Mix, assisted by Karl Ljung, 
Jr., assistant secretary Jefferson Stand- 
ard Life. Results of the study were 
presented at the annual joint meeting of 
Life Agency Officers and the Sales Re- 
search Bureau, held in Chicago. 

“If the promotion of quality business 
is desirable,” the committee states, “it 
would seem that recognition of agents 
who produce quality business, by honor- 
ing them in a special production club 
based on quality business, is not only 
sound but extremely worth while from 
every standpoint. 


Publicizing Results Helps 


“The experience of many companies 
would indicate that the use of publicity 
and the honoring of agencies and agents 
with good persistency records has often 
been fully as_ effective as tangible 
awards. Apparently one of the best 
methods of stressing quality business is 
to ‘play up’ those men who attain good 
quality results, and by inference ‘play 
down’ individuals whose volume may be 
large but whose lapse rate and termina- 
tions are high.” 

There seems to be a definite tendency 
to withdraw from the activity of giving 
material awards to agents in the nature 
of plaques, merchandise and cash, the 
committee stated, and, where such 
awards are given, to make them less 
expensive and award them to a greater 
number of individuals. Publicity in 
recognition of quality business, displayed 
in company house organs, preferably 
through some sort of special classifica- 
tion, seems to be popular, and prizes in 
the form of prestige building publicity 
from the home office also apparently are 
very effective. These sometimes take 
the form of announcement cards to 
policyholders, or diplomas showing 
quality results obtained by the agents. 


Quality Rewards Producers 


Although there is limitation on com- 
panies entered in New York state in 
respect to giving remuneration for 
quality business through contractual 
provisions, or of penalizing lack of qual- 
ity, this policy has proved quite satis- 
factory in a number of instances. The 
higher commission income, both new 
and renewal, available through quality 
business, should not be overlooked, the 
report states. 


N. Y. Seeks Uniform Basis 


NEW YORK—The New York de- 
partment is trying to get the companies 
on a uniform basis of accounting in con- 
nection with the distribution of income 
from interest by lines. This is in order 
to have a basis for comparing one com- 
pany’s operations with another’s. The 
department has sent out a letter to the 
effect that it appears that practically 
all companies distribute their interest in- 
come on the basis of funds held for the 
account of each type of business. 


Sam Anderson A. & H. Leader 


Sam Anderson of A. C. Prendergust 
& Co., Dallas, general agents for Con- 
necticut General Life, led the agency 
force of the company nationally in pro- 
duction of accident insurance for 1939. 





Hugh D. Hart, who has become vice- 
president and agency director of the IIli- 
nois Bankers Life of Monmouth, IIl., re- 
mains as vice-president of the American 
Federation of Investors with headquar- 
ters in Chicago, which, however, will 
only take a small part of his time. 
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Smell Wins Suit: 
Big Fund Released 


Announcement Made at 
California-Western States 
Life Agents Convention 


By H. J. BURRIDGE 


DEL MONTE, CAL.—President 
O. J. Lacy of the California-Western 
States Life turned the agency conven- 
tion in progress here into a jollification 
celebration when he announced Monday 
evening that the company’s six-year-old 
lawsuit had been won in the California 
supreme court. The decision makes a 
difference of more than $900,000 in the 
cash position of the company. A re- 
serve of more than $300,000, which had 
been set up in case the suit were lost 
may now be taken down. In addition 
more than $600,000 will be returned to 
the company by the losers of the suit. 

When the California State purchased 
the Western States Life in 1931, 
agreements were entered into with four 
large Western States stockholders, bind- 


ing the combined company to repurchase 
their stock at $60 a share if the two 
companies were consolidated. The 
other stockholders were offered $49 a 
share and one-half share of California 
State stock for 66,667 shares. New 
California-Western States stock was to 
be sold to the public at $40 a share. 

Existence of these agreements was not 
generally known until a directors meet- 
ing of the California-Western States 
was held in 1933 when it became nec- 
essary for the board to adopt resolu- 
tions authorizing partial payment. 

Later that year the company disaf- 
firmed the repurchase and offered to 
return the stock certificates. One of 
the stockholders accepted, but the other 
three went to court. The company had 
previously won a verdict in the superior 
court which was later reversed by the 
appellate court. The present supreme 
court decision is unqualifiedly in favor 
of the company, and ends the litiga- 
tion. 

The decision means that about 15,000 
shares of stock will be returned to the 
original owners, and that the com- 
pany’s financial structure will be bol- 
stered to the extent of more than $900,- 
000, putting it in the strongest position 
in its history. 

Most important of-all, it clears the 
air, permanently removes the litigation 
































We believe we have it 


we can prove it. 


Do you want the facts? 





The Best Opportunity 
in 20 Years 


in 20 years . . . to offer Fieldmen and General 
Agents; and if you aren’t under contract and want 


to build a great future for yourself . 


We're an old line company with a thoroughly 
sound past and the brightest future in the business. 


Fifty-Six Years of Distinguished Service 


™ FRANKLIN 


LIFE INSURANCE COMPANY 
Home Office Springfield, Illinois 
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Over $177,500,000 Insurance in Force 
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that has been hanging spectre like over 
the company for the past six years, and 
gives the California-Western States a 
clear track ahead. 

President Lacy and Vice-president 
Ray P. Cox assumed active charge of the 
company April 30, 1934, so that the 





0. J. LACY 


suit was simply inherited by them. 

More than 160 attended the three-day 
convention of the El Capitan Leading 
Producers Club. Then the group went 
to Sacramento for a day to visit the 
home office. The entire official family 
was on hand at Del Monte. California- 
Western States holds its agency gath- 
erings each 18 months. “You, Your 
Own Prestige Builder,” was the theme. 

At the opening session President O. J. 
Lacy commented on the company’s new 
annual statement. He said that after 
making heavy charge offs the surplus 
showed an increase: of $320,000 and 
stands at $750,000. Assets increased 
$2,354,000, and now total $53,843,000. 
Other extracts from the annual state- 
ment showed the company to be in a 
strong position financially. 

Grant Taggart, Cowley, Wyo., the 
company’s famous million dollar pro- 
ducer, is president of this year’s El 
Capitan Club. He presided at some of 
the sessions and made several talks. 
His remarks were given close attention. 
Business sessions were held in the morn- 
ings and the afternoons devoted to 
sight-seeing and recreation. 

Home office speakers in addition to 
President Lacy were Vice-Presidents 
Ray P. Cox, Marcus Gunn and H. W. 
Gibbons; Ernie Gutterson, inspector of 
agencies; E. W. Amos, superintendent 
accident and health department; Walter 
C. Kennedy, chief underwriter; Benton 
Maret, superintendent of conservation; 
Jack O'Neill, agency assistant, and Gor- 
don Daniels, editor of publications. Spe- 
cial speakers were John J. Holmes, 
Montana insurance commissioner, and 
George L. Malley, football coach, Uni- 
versity of San Francisco. 

Among the prominent managers and 
agents who spoke were S. B. Christen- 
son, Salt Lake City; J. S. Rowland, 
Sacramento; B. J. Schaefer, San Diego; 
Stockton; F. E. Onvett 
and Neil Nettleship, San Jose; Sam 
Shevitz, Los Angeles; Sol Menzer, Dal- 
las, and J. V. Hart, Arthur Luddy, J. 
L. Swaim and G. W. Coe, Sacramento. 





James L. Brader’s Change 

SAN FRANCISCO—James L. Bra- 
der has resigned as manager of Equita- 
ble Life of Iowa here, becoming an 
agent of the Massachusetts Mutual. 





Bill to Reduce Interest in N. J. 


A bill has been introduced in the New 
Jersey legislature which would cut from 
6 percent to 4.8 per cent the interest 
rate on insurance company loans to 
policyholders. 


Webb Urges Study 
of Public Relations 


Points Out Some of the 
Weaknesses in This 
Important Work 


LOS ANGELES—Public recognition 
of the fact that life companies as a 
whole have failed to do a good job of 
public relations work was brought out 
at the meeting of the Life Insurance 
Managers Association when Walter E. 
Webb, former executive vice-president 
National Life U.S. A:, and of the Her- 
cules Life made such a statement in 
the course of his address on “Signs of 
the Times.” 

He asserted that life insurance as well 
as other lines have been facing and will 
have to face radical adjustments, and 
that the most radical of these adjust- 
ments now are under way. Never be- 
fore has the subject of life insurance 
investments been so investigated as is 
now the case in Washington, D. C., and 
as a result the companies for the first 
time are awake to the radical changes 
that are coming. The men in the field 
must get a knowledge of what is doing 
and then should give the home office 
their ideas of the situation from their 
viewpoint. The home office man can 





WALTER E. WEBB 


not have the same knowledge of the 
situation the country over as the man 
in the field. 


Are Now Being Awakened 


The companies never have done a 
good public relations job, he asserted, 
but always left that to the salesman 
who is in contact with the public. Now 
the companies are excited over the 
Washington situation, and as a result 
out of a clear sky comes a program in- 
tended to make up for what they have 
neglected for 40 years. 

He made mention of the fact that life 
insurance has been mentioned as capi- 
talistic, and said it was a distinct mis- 
take to class life insurance as anything 
capitalistic for it is one of the most ef- 
fective examples of democracy in the 
history of the country for it attains the 
very object of democracy. He said the 
companies should not take a contentious 
attitude toward government. The pol- 
icyholders have not been properly in- 
formed, but if they get the true picture 
of the facts they would not be anxious 
to disturb the situation. 

He also asserted the companies have 
not done a good job for the agent. 
They should consider the true status of 
the agent in regard to the social secur- 
ity program, among other things. The 
true status of the agent never was so 
well illustrated as the failure to sell life 
insurance by mail. The one thing that 

(CONTINUED ON PAGE 24) 
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Company Is Host 
to Its Agents 


Managers Conference Pre- 
cedes Continental Amer- 
ican Convention 


Continental American Life was host to 
its field force, agents and managers from 
11 eastern states having gathered at the 
home office for their annual convention. 
A pre-convention managerial conference 
was held at which the managers, general 
agents and assistants discussed the train- 
ing of agents. 

The convention started with a lunch- 
eon at which members of production 
clubs were introduced, including quali- 
fiers for the Presidents Club, the new 
honor organization. 

Officers of the combined clubs are: 
President, M. J. Hancel, general agent 
New York; vice-presidents, G. M. Do- 
herty, general agent Boston, and W. S. 
Carmine, Peninsula agency. 


President Rydgren Talks 


President A. A. Rydgren talked on the 
company; W. M. Rothaermel, vice- presi- 
dent, spoke on the family income policy; 
G. H. Amerman, associate actuary, dis- 
cussed the new retirement policy, and 
Manuel Camps, Jr., New York general 
agent John Hancock, spoke on prospect- 
ing 

President Rydgren discussed the effect 
on life insurance of social security, the 
monopoly investigation and the Euro- 
pean war. He also interpreted the an- 
nual statement and discussed the com- 
pany’s position. Mr. Rothaermel paid 
tribute to the late Philip Burnet, founder 
and president of Continental American, 
who originated the family income policy 
ten years ago this month. To mark the 
anniversary, Continental American re- 
cently issued a portfolio of sales ma- 
terial to its field force. 


Manuel Camps’ Remarks 


Mr. Camps said prospecting is one of 
the least interesting and least motivating 
of all subjects—but one on which the 
most has been said. 

“The average agent agrees that pros- 
pecting is about 75 percent responsible 
for success in the life insurance business, 
and yet he usually fails to spend as much 
as one day a week on this important sub- 
ject,” he said. ‘We should make it an 
absolute rule to devote some definite 
time to prospecting, until it becomes sec- 
ond nature.” 

Other outside speakers included A. C. 
Palmer, R & R service; L. W. S. Chap- 
man, Sales Research Bureau, and E. J. 
Kobak, vice-president Lord & Thomas. 

The annual dinner-dance was held fol- 
lowing an informal reception by com- 
pany officers. The president's trophies, 
annual award to two agencies which 
show the best percentage of increase, 
were presented. The Philadelphia and 
Syracuse offices received the trophies for 
1939, 


Introduce Club Members 


Members of the President’s Club and 
Minute-Men Club were introduced after 
the banquet. Members of the new Presi- 
dent’s Club, in addition to Mr. Hancel, 
are: E. C. Burt, Baltimore, oldest rep- 
resentative in point of service; J. G. 
Shannahan, Baltimore; H. V. Nathan- 
son, supervisor Lauer agency, New 
York, and M. B. Simon, assistant man- 
ager Philadelphia branch. “Yours truly, 
Ed Graham” was exhibited. 

The final session was presided over by 
R. E. Halstead, supervisor of agencies. 
An “Information Please’ program of 
questions and answers was held and Mr. 
Kobak talked on “Qualifications for 
Selling.” 

Dr. Claude L. Benner, vice-president, 
gave a fine address on “Facing the New 
Decade.” He expressed opinion the 
United States, in attempting to lift itself 
‘out of the depression of the ’30s had fol- 
lowed neither the method of totalitarian 
countries in taking over business com- 


Convention Head 








GEORGE A. ADSIT 


George A. Adsit, vice-president in 
charge of the agency department of the 
Girard Life, has charge of its annual 
agency convention in Philadelphia this 
week. He made the opening address at 
a luncheon Thursday when the keynote 
was sounded. He also gave the closing 
address of the convention and presented 
the trophies to leaders at the banquet. 








pletely, nor that method of democracies 
in allowing free enterprise to find its 
own way back to prosperity. 

“Business cannot prosper half slave 
and half free,” he said. Dr. Benner said 
pump priming can never take the place 
of expansion brought about by private 
investments, “because a temporary re- 
vival brought about by pump priming 1s 
not accompanied hv 2 newehology of 
business confidence. 


Pump Priming Effects 


“Pump priming has expanded bank 
credit to figures higher than they were 
at the peak of 1929, and if today’s bank 
deposits of $9,000,000,000 had been 
caused by private borrowing, rather than 
by government borrowing, we would 
have a prosperity which would be away 
above the 1929 levels.” 

Many awards were made in the ses- 
sions to individuals and agencies for 1939 
performance. Prizes went to the Wil- 
mington and Richmond agencies for first 
in their respective groups in a Nov ember 
and December contest. 

The 50 agents who led in the two 
months were given copies of specially 
bound rate books carrying serial num- 
bers and a special award page with the 
name of the winner. Rate book number 
one will be carried by Milton Berson, 
Hancel agency, New York. 

The home office is in the du Pont 
Building, Wilmington, and all sessions 
were held in Hotel duPont in the same 
building. Across Rodney Square the 
new home office building is under con- 
struction. The company expects to move 
into it next summer. 





Provident L. & A. Leaders 


W. G. Perkins of District of Columbia 
led all agents in paid business for 1939 
in Provident Life & Accident. Other 
individual leaders are: H. Grice Hunt, 
South Carolina, second; F. M. Hice, 
North Carolina, third; Claude Minor, 
California, fourth, and H. R. Going, 
South Carolina, fifth. The five leading 
agencies in gain in life insurance in 
force were: J. Mack Moss Agency, Dis- 
trict of Columbia, first; home office life 
agency, Chattanooga, second; Going life 
agency, South Carolina, third; Hunt & 
DuPree, South Carolina, fourth, and H. 


D. Laughbridge, West Virginia, fifth. In* 


leading the field for four months in 1939 
Mr. Perkins set an all-time Provident 
record. Mr. Hunt led the field three 
months in 1939. 





How Are 


Those Resolutions 
Holding Up? 


Of course you solemnly resolved 
to see more people in 1940 

to do more prospecting ... to 
do a better job of selling. 


Are You? 


Here’s hoping that you are, be- 
cause there are a lot of people 
within your reach who are en- 
titled to the benefit of your ex- 
perience and your training, your 
wise counsel . . . and without 


your help they might put it off 


too long! 


Nat TIQNAL LIFE 


CCIDENT 
a Company\ne. 


NATIONAL 














. R. CLEMENTS, President 











JATIONAL BLDG. 


TENNESSEE 



































120 


HieNATIONAL UNDERWRITER 


January 26, 1940 








McH agh Cites 
Virtues of Capital 
Loans from Insurers 


NEW YORK-—Small businesses can 
show marked savings by making capi- 
tal ioans from life companies as com- 
pared with public bond or stock issues, 
according to figures cited by Glenn Mc- 
Hugh, second vice-president of Equita- 
ble Society, at the American Manage- 
ment Association’s financial conference. 

In a typical case a firm, after regis- 
tering with the SEC, borrowed during 
a period of 2% years a little more than 
$1,000,000 through sale of preferred 
stock. Net cost to the firm, including 
the underwriting spread, was about 
$140,000, or more than 12 percent. In 
obtaining a capital loan from Equitable 
for slightly less than $500,000 the total 
cost, including a $9,000 brokerage com- 
mission, was less than $16,000 or about 
3% percent. 

Citing an SEC analysis of 217 capital 
loans obtained through public offerings 
which went through SEC registration in 
1937, Mr. McHugh found the under- 
writing expense on those less than $250,- 
000 to have been 5.9 percent, other ex- 
pense 3.3 percent, total 9.2 percent. For 


loans from $250,000 to $500,000 under- 
writing expense was 6.4, other expense 
2.9, total 9.3 percent. 

On the other hand, capital loans made 
during the last year by Equitable rang- 
ing from $50,000 to $500,000 cost the 
borrowers, in the case of those less than 
$250,000, for underwriting expenses 1.06 
percent, other expenses 1.85, total 2.91. 
From $250,000 to $500,000: underwriting 
1.14, other expense 1.88, total 3.02 per- 
cent. : 

Mr. McHugh said the advantages of 
public financing are primarily market- 
ability of the issue and the possibility 
through fluctuations in the market of 
retiring part of the obligation at a dis- 
count. Against this, private financing 
offers speed and certainty; freedom from 
SEC registration, with attendant ex- 
pense and publicity of earnings and de- 
tails of business; continuing source of 
funds for expansion and refinancing once 
credit is established; and the fact that 
if modification of terms becomes neces- 
sary to prevent default the case need 
be presented to but one person or group 
rather than trustees for bondholders 
with divergent attitudes and interests. 





O. L. Zeus, assistant manager of the 
Travelers, group department, addressed 
members of Insurance Post 404 of San 
Francisco on the social security act. 
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Statement of Financial Condition—DECEMBER 31, 1939 


ASSETS 

OE EE ne eet ae Pee 

First Mortgage Loans.......... 
City Loans Pe andens 
Form: Loans’ :..2.. Seay ree 

Loans to Policyholders............ 


baci el aoe e pei ae $2,661,207.00 
bsg ot eee 1,283,550.76 

. .$1,211,016.04 

72,534.72 


835,718.15 


(Secured by reserves on policies) 


Home Office Building.............. 


Real Estate Sold on Land Contracts. . 


Other Real Estate 


Interest Accrued ............. 


(On Mortgages, Bonds and Policy Loans) 
Net Uncollected and Deferred Premiums................. 


(For which reserve liability has 
A OMOCP AGRBIG. 5 assis daca aneas-oe 


Gross Assets ............ 
Less Assets Not Included in Sunites 
Total Admitted Assets............. 


LIABILITIES 


Legal Reserves on all Policies, Annuities, 
dibs tote Lin ca leis iae cts eee $5,207,151.92 
Dividends Apportioned to Policyholders, 


mentary Contracts in Force.... 


dends Left on Deposit......... 
Claims Awaiting Completed Proofs 
Reserve for Taxes.. 


Contingency Reserve for I Investment Fluctuation.......... 
Premiums and Interest Paid in Advance............. 
Accounts Payable and Accrued Expenses......... 


Borrowed MOn6y .....6.sc0c.cisess 
Total Liabilities .............. 


Excess Security to Policyholders... 


284,049.39 
186,163.18 


249,839.60 
204,223.10 
176,851.96 

37,522.97 


107,072.19 


38,362.91 


Jeena 3s ie $6,064,561.21 
41,822.86 


2 hig See $6,022,738.35 


been set up) 


and Supple- 
including Divi- 


. .$5,768,175.84 
254,562.51 


(Surplus set aside as contingency reserve in addition 
to the legal reserve requirements) 


Total Reserves, Liabilities and Surplus................... $6,022,738.35 


Comparative Annual Income 
1919..$ 195,818.97 


919,109.78 
1,143,702.40 


Year Ended December 31, 
Year Ended December 31, 1929.. 
Year Ended December 31, 1939.. 


Paid Policyholdersand 
Beneficiaries since Or- 
ganization more than 
Six Million Four 
Hundred Thousand 
Dollars. 
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MADISON WIS 


Assets at Dates Given 


December 31, 1919..... $ 611,851.85 
December 31, 1929..... 3,023,123.78 
December 31, i 6,022,738.35 


AUDITOR’S CERTIFICATE 
January 12, 1940. 
We have examined the _ac- 


, and 

REBY CERTIFY 
that the accompanying™..state- 
ment is in accordance with the 
records, and, in our opinion, 
presents the true financial con- 
dition of the Company as 
December 31, = 


ign 
ELWELL RIEKHOFER 
Certified Public Accountants 
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LEAD GREAT-WEST LIFE IN 1939 








A. H. THORNDYCRAFT 


A. H, Thorndycraft was leading pro- 
ducer in 1939 for the Great-West Life in 
Canada and United States, while C. C. 
Lindsey led the company’s United States 
agents. 

Mr. Thorndycraft set a record for in- 
dividual production both in volume and 
in the number of cases that has not been 


c. C. LINDSEY 


surpassed for many years. He has been 
on the company’s honor roll every month 
for the past four years and for the past 
seven years has been vice-president of 
the Honor Production Club. 

Mr. Lindsey joined the Great West 
in 1936. Last year he was on the honor 
roll of leading producers every month. 








IT'NEC Hearings to 
Be Resumed Soon 


on Investments 


WASHINGTON, D. C.—Hearings on 
the investment side of life insurance are 
now expected to get under way some 
time week after next, though absence of 
Senator O’Mahoney, chairman of the 
Temporary National Economic Commit- 
tee, at the funeral of Senator Borah, has 
delayed the TNEC’s fixing of a definite 
date. Jan. 29, for a time considered a 
possible reopening date, appears to be 
definitely out, however. 

Recently it looked as if hearings would 
commence Feb. 5 if they did not reopen 
on the Jan. 29 date, but now it is uncer- 
tain whether they will begin Feb. 5, 
which comes on Monday. There is a 
strong possibility that the hearings 
will begin later that week rather than 
Monday. 

The tabulation of answers to the 
lengthy investment questionnaire is now 
in the hands of the companies for 
checking. 


Prudential Managers Meet 
Officials in Chicago 

Prudential ordinary managers in the 
central west held their semi-annual 
regional conference with home office offi- 
cials for one day at Chicago this week. 
A. E. N. Gray, assistant secretary of 
ordinary agencies, and Sayre MacLeod, 
supervisor of ordinary agencies western 
group, were on from Newark. Mr. 
Gray, after the meeting, went to St. 
Paul to address the underwriters associ- 
ation and Mr. MacLeod proceeded to 
San Francisco, where another managers 
conference was to be held this week end. 

Plans for better quality of agents and 
business formed the Chicago theme. 
Elimination of unfit agents was dis- 
cussed, and also how to do a better 
job of supervision. A luncheon was held. 
A. Van Goldman, Chicago, handled ar- 
rangements and W. S. Fuller, the other 
Chicago manager, attended. Managers 
were present from. Oklahoma. City, 
Denver, Kansas: City,. St. Louis, Salt 
Lake City, Minneapolis and St. Paul, 
Omaha and many other points. 





J. S. Braunig, general agent Massa- 
chusetts Mutual, Boston, had 40 per- 
cent increased production from his 
agency in 1939. 


N. Y. Agents’ Tests 
to Be Bi-Monthly 


NEW YORK—Written examinations 
for new life insurance agents, which be- 
came mandatory Jan. 1, will be held only 
in alternate months unless there are so 
many applicants as to make more fre- 
quent examinations imperative, accord- 
ing to Superintendent Pink of the New 
York department. Earlier advices from 
reliable sources indicated that examina- 
tions would be held every month, which 
would greatly simplify recruiting and 
training problems. 


Must Give Other Tests 


Mr. Pink said that while the depart- 
ment would like to give examinations 
oftener than every other month, the lim- 
ited staff available to handle these and 
other examinations given by the depart- 
ment would make it necessary to con- 
fine the tests to a six times a year basis. 
With the addition of life and accident 
and health examinations, as required un- 
der the new law, the examiners are 
responsible for some 15 types of exam- 
inations. 

The first life insurance examinations 
will be held Feb. 5 in New York City, 
Syracuse, Buffalo, Rochester, and AlI- 
bany. Life examinations will be in the 
forenoon and accident and health in the 
afternoon. It is possible that examina- 
tions will be given at Utica later on. 





Put Sam Davis Forward in 
N. Y. as Rival of Bethea 


NEW YORK—Ten midtown New 
York general agents and managers have 
announced they will support Sam 
Davis, manager Phoenix Mutual, for 
president of the New York City Life 
Managers Association rather than Os- 
borne Bethea, general agent Penn Mu- 
tual, the regular nominee. Mr. Davis 
has been secretary of the managers as- 
sociation and is past president of the 
Midtown Managers Association. 

Those sponsoring Mr. Davis are Isi- 
dor Freid,. New: England; C..V. Crom- 
well, Manhattan Life; F. S.. Goldstandt, 
Equitable Society; Harry Jacoby, Home 
of New York; John McNulty, Pruden- 
tial; W. H. Bender, National: of Ver- 
mont; T. M. Riehle, Equitable Society; 
M. J. Louer, Continental American: 
John Kassoff, Mutual of New-York, and 
Timothy Foley, State Mutual. 
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SEC Had G-Men 
Probe ‘Intimidation’ 
of TNEC Witnesses 


(CONTINUED FROM PAGE 1) 


nesses had been discharged, doing this 
with a view to discouraging witnesses 
from giving further similar testimony 
before the TN 

Edward Hake of Germantown, Pa., 
reported to the Metropolitan, according 
to the newspaper story, that the F.B.I. 
investigator told him ‘the government 
was | conducting “a criminal investiga- 
tion,” the charge being that the Metro- 
politan was “intimidating government 
witnesses.” Several of the discharged 
agents were from the Philadelphia area, 
one of the few spots where the C.I.O. 
had any strength among industrial 
agents. 


METROPOLITAN LIFE 


NEW YORK—Metropolitan Life has 
issued a statement attributing the SEC’s 
bringing the FBI into the picture to a 
SEC investigator’s threat to resort to 
every agency of the federal government, 
including the Department of Justice, if 
he were denied access to the agency 
files of the company. This demand was 
made, the company stated, despite the 
fact that it was understood that the bal- 
lot irregularity phase of the inquiry had 
been closed and despite the company’s 
denial that there was anything of the 
character in question in the files and its 
contention that it therefore saw no rea- 
son for further examination of them. 

Metropolitan’s statement pointed out 
that at the first opportunity after the 
13 agents testified to having forged bal- 
lots 100 Metropolitan agents from New 
York City, acting as spokesmen for 
some 1,800 of their fellow agents, and 
others from Philadelphia and vicinity, 
on their own initiative and at their own 
expense went to Washington and asked 
permission to be heard by the commit- 
tee and to testify that such practices as 
the witnesses described were not gen- 
eral practices, as had been asserted dur- 
ing the examination of the witnesses. 


Quotes TNEC Vice-Chairman 


The statement quotes the following 
extracts from the announcement of 
Representative Hatton Sumners, TNEC 
vice-chairman, in declining to hear fur- 
ther testimony on either side: 

“This particular issue has been given 
a distorted emphasis and _ significance. 

We are advised by the Securities 
& Exchange Commission that the evi- 
dence as to false ballots was not intro- 
duced to show that the practice was 
widespread but simply and solely for 
the purpose of showing some aspects of 
the procedure of elections. The com- 
mittee quickly recognized that none of 
these ballots signed by the agents af- 
fected the outcome of the elections.” 

Metropolitan’s release included more 
of the vice-chairman’s statement, in 
which he pointed out that the commit- 
tee took cognizance of the delegation of 
agents who attempted to be heard but 
that it had assumed that they would 
testify that they had no knowledge of 
the false ballots and that further testi- 
mony would be an undue burden on the 
record. The Metropolitan statement 
continues: 


Understood Phase Was Closed 


“It was then understood that this 
phase of the investigation was closed. 
After the hearing had been concluded, 
the 13 agents, who had confessed their 
in.. forwarding -ballots not 











Purporting to have signed. them, ‘were 
for that reason, discharged from the 
service of the company. 
“Notwithstanding the inability of 
agents. who resented the implication of 
the SE€’s testimony as affecting them- 
selves to -get their testimony into the 


record, an investigator of the SEC 
demanded an opportunity to be permit- 
ted to examine the agency files. When 
the company gave its assurance there 
was nothing of the character in ques- 
tion in the files and it therefore saw no 
reason for the further examination of 
them, the investigator stated to the 
officers of the company that all agencies 
of the federal government, including the 
Department of Justice, would be used if 
necessary if the company refused his 
demand. Subsequently, the F.B.I. 
which is associated with Department of 
Justice, did undertake to interview 
agents of the Metropolitan in Philadel- 
phia and Newark. 

“Notwithstanding the statement of 
the TNEC that the testimony had been 
given a ‘distorted emphasis and sig- 
nificance,’ this bureau of criminal in- 
vestigation was used by the SEC to 
interrogate agents with respect not only 
to circumstances above discussed but 
also strangely enough the agents of the 
bureau sought to extract information re- 
garding sales and other agency activi- 
ties. The interviews in Philadelphia 
and Newark took place last fall and are 
the basis of the stories appearing in 
today’s press reports.” 

The justice department said it is in- 
vestigating charges that several agents 
of Metropolitan were discharged because 


they testified that they had forged bal- 
lots, according to a United Press Wash- 
ington story, which said that the TNEC 
(presumably through the SEC) turned 
over the charges concerning the agents’ 
discharge to the civil liberties section 
of the justice department and investiga- 
tion was ordered. 





A. P. Shugg Feted on Anniversary 


Arthur P. Shugg, St. Louis general 
agent of Aetna Life, was honored at a 
banquet in connection with the highly 
successful completion of a _ testimonial 
campaign that ran from Nov. 1 to Dec. 
23, marking Mr. Shugg’s tenth anniver- 
sary as St. Louis general agent. The 
quota for the campaign was $1,000,000 
of life, accident and group life business. 
The actual production was $2,558,833. 
Edwin L. Knetzger served as toastmas- 
ter. S. T. Whatley, vice-president of 
Aetna Life, made a talk. Wellborn 
Estes, assistant general agent, presented 
Mr. Shugg with a bouquet of roses in 
behalf of the Life Underwriters Associa- 
tion of St. Louis, Mr. Estes being first 
vice-president of that organization. Mr. 
Shugg’s associates presented him with a 
ship clock and a portfolio containing 
the individual records of accomplishment 
during the campaign. Howard Blair, St. 
Louis manager of Aetna Casualty, was 
a special guest. 


U. S. Insurers Can’t Invest 
in Canadian War Bonds 


NEW YORK—Several insurance 
companies in t'iis country that operate 
in Canada have received offerings of 
Canadian war loan bonds from broker- 
age houses in Canada and some of the 
agents of Canada have suggested to 
their companies that they make such 
purchases. The security offered and the 
rate of interest being acceptable, some 
of the companies were favorably dis- 
posed towards such purchases until 
they discovered that such an investment 
would violate the terms of the United 
States neutrality legislation. Hence it is 
impossible to make these investments. 

The neutrality legislation doesn’t in- 
terfere with the right of a United States 
company to invest in regular Canadian 
bonds. 





The General Agents Association of 
the Mutual Trust Life has voted to con- 
tribute $160 from its treasury to the 
Finnish Relief Fund. 


——__ 


Harry J. Syphus, assistant secretary 
and superintendent of agencies of the 
Beneficial Life, is in California on an 
agency trip. 








Messachuselt Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 


Since organization in 1851 this Company has paid in benefits to its policyholders 
and their beneficiaries more than Eight Hundred 


and Eighty Million Dollars. 


SUMMARY OF ANNUAL STATEMENT FIGURES 


ASSETS December 31, 
1939 
Bonds, Mortgages, and other Assets...............20-.000eeeees $668,296,835 
EEA LS MOE ME A TET 8,292,331 
Di eee 12,051,265 
$688,640,431 
LIABILITIES 

PEC CCE TRE LO ITEM OER NICE $522,158,319 
I hve vnccncueaadetdaedasdbddcukwehseash elas 125,744,859 
Policy Claims in Process of Settlement......................004: 2,488,457 
en Sie IIIS 6 nc ieee sedans cucasseseceassccoances 7,958,733 
ls Ra clog tage ie Seedy OT Ae et oe ee 2,388,154 
Miscellaneous Liabilities EE Te Ree ee Ts, BIN 851,115 
$661,589,637 

NN sks snotn cee caceceeaneecassus boas aueneesaeres 6,654,000 
$668,243,637 


EREREAV ESR © CANS WAKEEAV RACES CREEREATEWYSRE SERECRUED $ 20,396,794 
Ty ged $ 27,050,794 


On December 31, 1939, the Company had in its offices and in 
Banks Cash Balances of over FOURTEEN MILLION DOLLARS 


And held more than FIFTY-SEVEN MILLION 
DOLLARS in United States Government Bonds 


- During the year 1939, the Company paid to Policyholders and 
Beneficiaries the sum of FORTY-EIGHT MILLION DOLLARS 
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Personalizing Annual Statements 


SoME companies are giving far more 
attention to clarifying the presentation 
of their annual financial exhibits. It is 
difficult for the wayfarer who pays his 
premium to tell just what various items 
in the statement mean. A company 
can accomplish much in producing good 
will and convincing policyholders that 
there is nothing to hide if there is a 
common sense presentation of an annual 
statement. The Institute of Life Insur- 
ance has undertaken what it terms the 
personalizing of the annual statements. 
It presents the view that a company can 
resell its insurance to policyholders by 
making the report clear and with all 


Life Insurance Seen 


THE NaTIONAL UNDERWRITER has taken 
great pride in its so-called “Life Pay- 
ments Number” that it gets out every 
year showing approximately the amount 
paid in death claims and benefits to pol- 
icyholders in all the states and in the 
various cities and towns. The life un- 
derwriters associations are forwarding a 
movement captioned “Life Insurance in 
Action.” THE NATIONAL UNDERWRITER in 
this special issue had this very thought 
in mind. When news releases are sent 
out prior to the issuance of this special 
number wide publicity is given to the 
figures by daily papers and so-called 
county papers. 

In other words, this gives in very 


indefiniteness eliminated. The companies 
spend a large amount every year in hav- 
ing their annual statements printed and 
sent to policyholders with premium 
notices or otherwise. The Institute esti- 
mates this cost at $826,000. Yet to a 
large extent this money is wasted be- 
cause the old time form is used which 
is beyond the understanding of the lay- 
man. 

We are glad to see the movement 
started for injecting into these state- 
ments clarity, human interest and a 
value that is educational and informa- 
tive. The humanizing of these exhibits 
would be a happy forward step. 


in Action 


graphic form just what life insurance is 
doing. It becomes a vivid reality. It is 
not something that is complex and eso- 
teric, something mysterious and beyond 
understanding, but it blossoms into mag- 
nificent flower. The local associations 
are attempting to get letters and expres- 
sions from beneficiaries as to what life 
insurance benefits have done for them. 
Tue NATIONAL UNDERWRITER in its “Life 
Payments Number” has been a pioneer 
in this respect. That is, it has tried to 
give a potent, graphic, moving picture of 
life insurance as it really is and acts. It 
shows its accomplishments, it demon- 
strates its great effectiveness and 
beneficence. 


Good Porter Always Finds Dust 


SUPERINTENDENT OF AGENTS GRANT L. 
Hu of the NorTHWESTERN Mutuat Lire 
gives an illustration that is very apt to 
show agents that there are plenty of 
prospects and insurance to be written if 
they will seek for business. He said that 
he was riding in an air-cooled Pullman 
and at the end of the journey the porter 
brushed him very energetically. Mr. HILi 
was wearing a light suit. He remarked 
to the porter that inasmuch as he was 
riding in an air-cooled car with the win- 


dows closed and he had a light suit, he 
did not see that he had accumulated any 
dust. The porter replied, “Where there 
is a good porter he always finds dust.” 

One of the characteristics of a success- 
ful life agent rests on his ability always 
to have material at hand on whom he 
can work. He is never at a loss for a 
prospect. 

Regardless of conditions there always 
are people who can and should buy in- 
surance. 


Frankness in Dealing with Clients 


In a personality sketch of Sts HorrMANn 
of Cincinnati, leading producer of the 
Union Centrat Lire, the fact was re- 
corded that she endeavors to keep up as 
far as possible with current events, in- 
surance decisions and any movement or 
information that will add to her store of 
knowledge and thus enable her to ren- 


der a greater service to her clients. 
However, it was said that it is her policy 
never to pretend to be acquainted with 
a subject with which she is not entirely 
familiar and on which she can speak 
with authority. If she is unable to an- 
swer a question, it was stated, she replies 
frankly to her inquirer that she cannot 


give him the information he desires off 
hand but will obtain it in short order. It 
is further chronicled that one of her 
large assured who had purchased a num- 
ber of policies from her frankly told her 
that the reason he was buying his insur- 
ance from her was because of her frank- 
ness. He said that he was disgusted 
with insurance salesmen who gave him 
a glib answer on a tax question which 
he asked that he later found was not 
quite correct. 

Mrs. HorrMAn’s practice. in this connec- 
tion is entirely correct. There are some 
agents unfortunately who presume to 
know much and when asked a question 


that baffles them endeavor to gloss over 
the answer and leave the impression that 


they are well informed about it. Once 
a client or prospect discovers that an in- 
surance man was presuming too much 
and endeavored to cover up his lack of 
information, further business favors, of 
course, are lost. 

It never pays in selling insurance or 
anything else to hide ignorance. There 
are dozens of questions that come up 
with which a salesman may not be en- 
tirely acquainted. He, however, has ac- 
cess to expert information and he can 
readily obtain it. Frankness helps much 
in salesmanship. 








PERSONAL SIDE OF THE BUSINESS 





Elmer H. Dearth, one of the first em- 
ployes of the Minnesota insurance de- 
partment 50 years ago, who later served 
as commissioner two different times, re- 
called some of his experiences in a call 
on Commissioner Frank Yetka the other 
day. Mr. Dearth was Minnesota com- 
missioner in 1897-1899 and again from 
1901 to 1905. Later he was in the 
insurance business in Michigan, return- 
ing to Minnesota 10 years ago. 

Dr. Alfred Manes, on leave of absence 
from Indiana University during January, 
is delivering lectures on insurance in 
Puerto Rico. In February he will deliver 
lectures in Havana, Cuba. 

Jess G. Read, Oklahoma insurance 
commissioner and secretary of the Na- 
tional Association of Insurance Com- 
missioners, says he has about lost faith 
in some of his insurance friends who oc- 
casionally bet neckties and small change 
on football and other guessing games. 

At the Mississippi meeting of the com- 
missioners last December, Mr. Read 
was strong for Tennessee in its football 
game with Southern California. Among 
other commitments he made was a $5 
bet on Tennessee. Failing to make note 
of this promise, following New Year’s 
Day, he wrote to a dozen of his friends 
trying to locate the lucky fellow. He 
states that he is now in receipt of an- 
swers to 11 of his letters of inquiry and 
each of the 11 claims to be the one who 
bet on Southern California. 

Paul C. Buford, new president of the 
Shenandoah Life of Roanoke, Va., is 
making a tour of the field. A group of 
upward of 40 agents greeted him when 
he spoke at a dinner-meeting in Rich- 
mond. 

Gene Hickman, new Arizona general 
agent of the Pacific National Life, was 
married to Miss Thera L. Olsen of 
Manti, Utah, at Las Vegas, Nev. 

T. W. Melham of the Herzberg 
agency of the Prudential ordinary de- 
partment, Milwaukee, has been elected 
oriental guide of Tripoli Shrine Temple. 

A. L. Beck, manager National Life 
of Vermont, is taking an active part 
ing helping conduct the Man Marketing 
Clinic in Buffalo, a unique program 
under which young men are trained to 
analyze themselves to find the kind of 
a job for which they are best fitted. 


Felix M. Locher, paid premium leader 
of the C. E. Cleeton agency of Occi- 


dental Life in Los Angeles, former fig- 
ure skating champion at St. Moritz, 
still spends a lot of time on the ice 
and was named a judge of the California 
state figure skating championship to be 
held at Yosemite late this month. Mr. 
Locher’s daughter-in-law, Frances Lang- 
ford of cinema-radio fame, has just been 
declared the most popular girl singer 
of 1939. His son, Jon Hall, Miss Lang- 
ford’s husband, is a cinema star in his 
own right. 

John A. Stevenson, president Penn 
Mutual Life, has been elected director 
of the Philadelphia Chamber of Com- 
merce. 

The engagement is announced of Miss 
Beverly Marsh Hull, daughter of Roger 
B. Hull, general counsel of the National 
Association of Life Underwriters, to 
George C. Webster of New York City, 
son of L. J. Webster of Toronto. 


I. T. Townsend, vice-president Life of 
Virginia, has been elected a director of 
the Southside Virginia Fair of Peters- 
burg, Va. 

U. H. Poindexter, assistant director of 
agencies of Northwestern Mutual Life, 
is recovering from an eye infection that 
has kept him from the office since the 
first of the year. 

John Boyle of Boyle & Boyle, Chi- 
cago, managers of the Minnesota Mutual 
Life, left this week for Phoenix, Ariz., 
where he will spend the winter. Mrs. 
Boyle remains in charge of the business 
during his absence. 

Francis V. Keesling, president West 
Coast Life of San Francisco, is given 
high praise in a report of the Civic 
League of Improvement Clubs & Asso- 
tiations of his city for his activities as 
chairman of the Golden Gate Bridge’s 
building committee. His aid resulted in 
the saving of at least $1,000,000 in con- 
structing the bridge, the report stated. 


In honor of 30 years of service, Oscar 
F. Nelson of the W. E. Moore general 
agency of the Pacific Mutual Life at 
Wichita, Kan., was tendered a luncheon 
at his home in Newton, Kan., attended 
by his associates in the agency. He 
also received a gold watch as a special 
award for his outstanding production 
record the past year. 

The presentation of a _ beautiful 
leather-bound testimonial book and a 
specially engraved wrist watch to A. L. 
Dern, vice-president and director of 
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agencies, was a surprise feature at the 
banquet of the Lincoln National Life 
convention in Miami. These were the 
gifts of all field men. The formal pres- 
entation was made by V. J. Harrold, 
general agent in Fort Wayne. 

The book contained letters of loyalty 
and appreciation from every agency, and 
each letter bore the signature of all 
agency members, The watch was in- 
scribed with the following words: “A 
token of esteem from the entire field 
force to A. L. Dern, January, 1940.” 

Mr. Dern stated in his response that 
this was: (1) The first time he had 
not known what was happening in the 
field force, and (2) the second happiest 
moment in his life. The happiest oc- 
curred when Mrs. Dern said “Yes.” 

Commissioner Fischer of Iowa is leav- 
ing this week end for a sojourn to Ari- 
zona. He expects to return to his duties 
the latter part of February. 

K. B. Piper, actuary Provident Life & 
Accident, was toastmaster at a dinner 
in Chattanooga this week, to plan sup- 
port for Presbyterian colleges and in- 
stitutions. He is a leading Presbyterian 
there. Robert J. Maclellan, president 
of the Provident, attended representing 
Maryville College. 

E. E. Henderson, Chicago general 
agent Pacific Mutual Life, accompanied 
by a daughter is sojourning in San 
Jacinto, Cal. He visited the home of- 
fice. On the drive from Lake Michigan 
to the desert resort they encountered 
storms, snow and considerable bad 
weather. 

Frank P. Samford, president Liberty 
National Life, was elected president of 
the Birmingham Community Chest for 
the coming year. 

T. S. Berridge of Gallipolis, O., 73 
years old, never fails to get an ap- 
plication on his birthday. On his 73rd, 
this year, he traveled 10 miles in the 
country and got an application for $3,- 
000. Ther he had a taste of blood and 
got another application for $5,000 that 
day. Mr. Berridge is one of the be- 
loved men of the Columbus Mutual or- 
ganization. 

H. A. Feustel, supervisor A. F. Gil- 
lis agency at Newark, N. J., of the 
Provident Mutual Life, was taken with 
a sudden attack of appendicitis in his 
automobile and rushed to St. Barnabas 
Hospital--Newark, where he -waseimme- 
diately operated upon. 


* DEATHS 


Se a 

_ Roberts W. Blake, who until his ,re- 
tirement in 1932 for many years was 
editor and secretary of the “Spectator,” 
died at his home in Cranford, N. J., at 
the age of 73. At one time he was con- 
nected with the “Wall Street Journal.” 
He had much to do with the preparation 
of statistics for the “Spectator.” 

Jay S. Rupert, 51, manager at Wil- 
mington, Del., for Acacia Mutual Life, 
died following a heart attack. He had 
been with Acacia 19 years, serving as 
manager at Wilmington during prac- 
tically all that period. The branch has 
nearly $10,000,000 business in force. He 
was a successful personal producer as 
well as manager. He was a continuous 
member of the William Montgomery 
Quality Club. 

Judge W. K. Whitfield, former circuit 
court judge in the sixth judicial circuit 
of Illinois and at one time president of 
the International Life of St. Louis, died 
at Orlando, Fla., where he had lived 
since 1928. 


Henry S. Burroughs, 71, who retired 
five’ years ago as assistant secretary of 
the Washington National, died in Cold- 
water, Mich., where he had gone for 
his health. He was a brother of Edgar 
Rice Burroughs, author of the “Tarzan” 
Stories. After graduation from Yale 
and before entering the insurance busi- 
ness Mr. Burroughs engaged in cattle 
ranching and gold mining. 

R. D. Fitzgerald, 42, special agent and 
a leading producer of Stamm general 
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Caminetti Opposes 
Pacific Mutual's 
Voting Trust Plan 


SAN FRANCISCO — Commissioner 
Caminetti has declared that, in his opin- 
ion, the voting trust of the Pacific Mu- 
tual Life, which was established in 1938 
by former Commissioner Carpenter 
after an enabling act had been passed 
by the state legislature, is “violative of 
the constitutional and contractual rights 
of all parties to the rehabilitation agree- 
ment.” Because of his opinion in the 
matter Commissioner Caminetti de- 
clined to attend a meeting of the voting 
trustees held in Los Angeles and pre- 
viously had declined to call a meeting 
of the trustees at the request of V. H. 
Rossetti, vice-chairman. 

In a communication addressed to Ly- 
man P. Robinson, assistant secretary of 
the voting trust, declining to attend the 
meeting, Commissioner Caminetti says 
that: ‘the (rehabilitation) agreement, 
which very definitely prohibits the trans- 
fer of the stock of the new company, 
has been passed upon by all the courts 
of the land. It is res adjudicata, deter- 
minative of the rights of all parties to 
it and any deviation from its provisions 
or the order of court approving it may 
involve serious legal consequences. 


Won’t Expose Himself 


“In the performance of official duties, 
particularly with reference to those aris- 
ing out of the relationship between trus- 
tees and beneficiaries, I do not wish to 
act except in strict conformity with the 
law. With this in mind, I will not 
knowingly expose myself to the legal 
responsibilities which may result from 
a violation of my obligations. For the 
above reasons, I must decline to par- 
ticipate in any degree in the exercise 
of the powers assumed by the voting 
trustees or involve myself in any of the 
purported functions of the voting trust.” 

In his statement, Commissioner Cam- 
inetti pointed out that after a group of 
policyholders, stockholders and creditors 
of the Pacific Mutual had filed suit in 
the Los Angeles county superior court 
attacking the validity of the voting trust, 
he had made a study of the situation 
which accounted for his conclusion. The 
voting trust was set up after the reha- 
bilitation agreement had been approved 
by various courts without first obtaining 
court approval and without any modifi- 
cation of the order approving the reha- 
bilitation agreement, he stated. 


Promote Colorado Life Officers 


DENVER.—At the conclusion of a 
two-day seminar for home office offi- 
cials, department heads and others in 
key positions, W. Lee Baldwin, presi- 
dent Colorado Life, announced the elec- 
tion of S. A. Riesenman as assistant 
secretary. Mr. Riesenman has been and 
will continue to be superintendent of 
agencies. Mr. Riesenman has a back- 
ground of 25 years in life insurance. 
He was vice-president and secretary of 
the Western National Life and later 











agency in Milwaukee and of the North- 
western Mutual Life, nationally, died in 


‘Columbia hospital there after a_ brief 


illness. He was born in Milwaukee, 
graduated from University of Wiscon- 
sin and served in the navy during the 
world war. He was associated with the 
Stamm agency for 17 years, winning 
many henors, leading the agency in 
volume of new business in 1937, and 
was on the way to establishing a simi- 
lar record in the agents’ year ending 
next June. At the time of his death he 
ranked second highest producer among 
all the company’s agents. He was a 
cousin of Edmund Fitzgerald, vice- 
president Northwestern Mutual. 


inter-mountain agency supervisor for 
the Central States Life. Mr. Riesenman 
has been with Colorado Life since its 
organization. 

Ira McGuire, who has been chief ac- 
countant for the Colorado Life for two 
years, was elected assistant treasurer. 
Mr. McGuire was with the Colorado 
Life from 1931 to 1936. He rejoined 
the company in 1938. 





New Chicago Company 


The Amalgamated Life & Health is 
being organized in Chicago on a stock 
basis to write life, health and accident 
insurance. The capital is $200,000, con- 
sisting of 2,000 shares of par value at 
$100 per share to be sold at $150 a share. 
Samuel Levin, A. D. Marimpietri and 
C. H. Burr are the incorporators, being 
connected with the Amalgamated Cloth- 


ing Workers of America, a C. I. O. 
trade union. This union controls the 
Amalgamated Trust & Savings Bank of 
Chicago. The incorporators are con- 
nected with the bank. 


New World Life Dividend 


New World Life of Seattle has de- 
clared an annual dividend of 30 cents 
per share payable to stock of record 
Feb. 13. In the past few years the an- 
nual dividend has been at the rate of 
40 cents. 


General American Not Liable 


ST. LOUIS—Attorneys for the fed- 
eral government have agreed that the 
Internal Revenue Bureau should not 
collect from the General American Life 
the $99,184 in income taxes which the 
bureau claimed was owed by the old 
Missouri State Life. The bureau claimed 
the Missouri State Life owed income 
taxes for the period Jan. 1 to Aug. 28, 
1933, and that the General American 











TELL FATHERS ABOUT IT 


By convincing even one unprotected father 


that life insurance is the ideal safeguard for his 
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to society. 


All engaged in the spreading of protection 


are constantly privileged to serve their 


fellow men in this way. 
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Life was liable as transferee of the as- 
sets of the insolvent company. But 
through an agreement of counsel ap- 
proved by the Tax Appeals Board in 
Washington it was stated the General 
American Life was not liable “in law 
or in equity” for taxes owed by the 
Misouri State Life. 


Plans Home Office Building 


National Guardian Life of Madison, 
Wis., is planning to put up an $80,000 
office building in a residence district 
in the uptown section if the common 
council changes the zoning ordinance to 
permit the construction. National Guar- 
dian Life now occupies quarters in the 
Wisconsin Power & Light Co. office 
building. 








Jefferson National Promotes Two 
The Jefferson National Life of Indian- 
apolis has named E. E. Ballard assistant 
agency director, and T. I. Poff office 
manager, assistant vice-presidents. 


Provident L. & A. Group Changes 


Jack DuPree, son of a South Caro- 
lina agency manager of the Provident 
Life & Accident, will work out of the 
home office handling claims for the 
group department. Clinton Walton, for 
a number of years with the Provident’s 








home office as group solicitor, has been 
transferred to South Carolina in charge 
of textile groups. 


Henning With Provident L. & A. 

CHATTANOOGA, TENN.—R. D. 
Henning of ‘Chicago has been appointed 
as a member of the home office staff of 
Provident Life & Accident. 

Mr. Henning had been connected with 
Continental Casualty in Chicago. He 
will devote most of his time to super- 
vision of the franchise division. 








Warren Heads Central, Kan. 


Harry Warren, a member of the Kan- 
sas senate, was elected president of the 
Central Life of Fort Scott, Kan., at the 
annual directors meeting. 


Midwest Names Vice-Presidents 

J. W. Kinsinger, general counsel for 
the Midwest Life, and Vernon L. 
Thompson, agency manager, were ad- 
vanced to vice-president at the annual 
meeting. Both retain their former titles. 


National Aid on Reserve Basis 
OKLAHOMA CITY—H. B. Hough- 


ton, president National Aid Life, an- 
nounces that the company is going on a 
legal reserve basis and is now issuing 
new forms. Operating on a level rate 


assessment plan since its organization in 
1921, the National Aid now has a surplus 
of $713,868. 


C. H. Bastla Advanced 


The Northern Life of London, Can., 
has appointed C. H. Bastla as supervisor 
of field service. He has been connected 
with the company for some time and is 
regarded as a man of real ability. 

Mr. Bastia two years ago took over 
the duties of the position from Jack 
Brooks, his predecessor. He is editor 
of “Norlac News.” 


NEWS BRIEFS 


H. J. Humphrey and W. B. Woods 
have been elected directors of the North 
American Life of Toronto. Mr. 
Humphrey is vice-president and gen- 
eral manager of the eastern lines of the 
Canadian Pacific Railway. Mr. Woods 
is vice-president of Gordon Mackey 
Company, Toronto. 

John S. Swift, president John S. Swift 
Company, Inc., has been elected a direc- 
tor of General American Life. 

Walter Burkley, Columbus, O., has 
been elected treasurer and director of 
the American Citizens Life. He suc- 
ceeds the late Dr. E. D. Helfrich. 
Other new directors are Dr. S. Ber- 
liner, Washington, D. C.; A. E. Mei- 





States. 
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We did, and found that a man following our ORGANIZED SELLING 
PLAN gets results reflected in income. 


In addition to a proven “Organized Selling Plan" we offer: 


A liberal agency contract. 

A plan for financing your agency. 

Accounting methods to guide you. 

Proven plans for finding—training agents. 

A liberal financing plan for your agents. 

A unique supervisory system. 

Unusually effective selling equipment. 

Policies for every purpose: Regular—Family 
— Juvenile — Women—Group—Payroll 
—Savings, etc. 

Low monthly premiums. 


A $225,000,000.00 Mutual Company, 59 years old 


with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 














January 26, 1940 











bourne, Alliance, O.; H. 
Cleveland. 

George Hunt has been appointed sec- 
retary of the Continental Life of Can- 
ada, succeeding Charles H. Fuller, who 
has retired after 40 years of service. 

W. H. Nye, prominent business man 

of Boston, is elected a director of Massa- 
chusetts Mutual. He is a vice president 
and director of the Turner Construction 
Company, a director of the Boston cham- 
ber of commerce and a director of the 
Harvard Club of Boston. He was ac- 
tively associated with the construction 
of Massachusetts Mutual building in 
Springfield, which was completed in 1927, 
and has also constructed several other 
oaks 9 insurance buildings in New Eng- 
and. 
_ Judge R. P. Dietzman, former chief 
justice of the Kentucky supreme court, 
has been elected a director of the Ken- 
tucky Home Mutual Life. 

At a meeting of directors of the 
United States Life. N. N. Yakoonikoft 
was elected treasurer. He has been with 
the company in charge of its investment 
portfolio since December, 1937. He re- 
places Paul R. Danner, who resigned to 
joint the Asia Life in the Philippine 
Islands. 


F. Redick, 


Unfair TNEC Tactics Criticized 

NASHVILLE, TENN.—C. A. Craig, 
chairman of the board National Life 
& Accident and president of the Amer- 
ican Life Convention, in opening the 
National Association of Life Underwrit- 
ers’ sales training school here charged 
federal authorities who are making the 
monopoly investigation in Washington 
with “undertaking to bring out every- 
thing unfavorable to the American 
agency system” and refusing to hear 
anything favorable to it. 

In stressing the importance of train- 
ing, Mr. Craig stated that agents have 
been criticized in the investigation for 
tailure to render a high order of service 
to policyholders. Mr. Craig urged agents 
to improve themselves and remove the 
possibility of such an accusation. 

In answer to charges that the lapse 
ratios are too high, Mr. Craig admitted 
that “a large portion of lapses are due 
to the ignorance of the agent or his de- 
sire to serve himself rather than the 
policyholder.” 





Made Director 








EUGENE A. KINGMAN 


E. A. Kingman, prominent lawyer and 
business man of Providence, has been 
elected a director of the Phoenix Mu- 
tual Life. He succeeds J. R. Ensign, 
president of the Ensign-Bickford Com- 
pany, and a director of the Phoenix 
Mutual since 1914, who requested that 
he should not be:nomimated for re-elec- 
tion because of ill health. 

Mr, Kingman, a-native of Providence, 
graduated from: Yale in 1903’ and from 
Harvard: Law School in 1906. Soon 
after graduation he joined the law firm 
of. Edwards & Angell and has: practiced 
law as a member of that firm ever since. 
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N. Y. Lite Makes 
Many Changes in 
Supervisory Staff 


NEW YORK—New York Life has 
made a number of important field 
changes, 

R. S. Minier of New Orleans, for- 
merly inspector of agencies in the Gulf 
department, has been transferred to 
Atlanta as inspector of agencies in the 
southern department, succeeding R. L. 
Cooney, who ‘becomes inspector of 
agencies at large. 

The Gulf and south-central depart- 
ments have been merged as the Gulf 
Central department under H. H. Con- 
ley as inspector of agencies. He pre- 
viously held the same post in the south- 
central department. 

Manager L. M. Byrd has been trans- 
ferred from Cleveland to take charge 
of the New Orleans agency. Don 
Parker, manager at Omaha, has been 
made supervisor of division three of the 
great middle department and is in per- 
sonal charge of the Cleveland branch. 
His successor at Omaha is H. W. 
Hughes, formerly agent at Kansas City, 
and president of the Top Club in 1938. 


J. M. Schirmer Is Advanced 


J. M. Schirmer, formerly supervisor, 
is now inspector of agencies division 
one, greater New York department, re- 
maining in charge of the 42nd street 
branch. 

R. L. Campbell, formerly inspector 
of agencies eastern department, is now 
inspector of agencies of division two, 
greater New York department. He 
continues in charge of his New York 
City agency. 

. E. Boyer, formerly manager at 
Oakland, has been made inspector of 
agencies North Pacific department with 
headquarters at Seattle and has charge 
of the Seattle office. The San Francisco 
branch managed by Arthur Hutchinson 
has been closed and he has been shifted 
to Oakland as manager. 

Durley Dowell, former Seattle man- 
ager, has been made supervisor in the 
Allegheny department with headquarters 
in the Pittsburgh branch. 

S. W. Sill, formerly manager at Salt 
Lake City, has been appointed super- 
visor of division two, central Pacific 
department. He remains in charge of 
Salt Lake City branch and now has 
en over Idaho and Montana as 
well. 





Hanson Succeeds Kelloway 
as Omaha General Agent 


E. A. Kelloway, Omaha general agent 
State Mutual Life, has retired from that 
post to take over active management of 
a private business there. He continues 
as a personal producer of State Mutual. 

Hanson was appointed Nebras- 
ka general agent to succeed Mr. Kello- 
way at Omaha. Mr. Hanson has been 
senior assistant New York Life in De- 
troit and has been in insurance work 
12 years. He is a Minnesotan and Uni- 
versity of Minnesota graduate. After 
navy service in the world war he was 
connected with a publishing business in 
Cleveland, becoming sales manager and 
doing much recruiting and training of 
agents. He sold on a part-time basis 
for New York Life, then entered the 
business with that company, being as- 
signed to Toledo for 2% years, then to 
Detroit. 

Mr. Kelloway has been with State 
Mutual as general agent since 1931, first 
at San Francisco in 1931-33, then was 
transferred to Omaha. 


Security Mutual Men Meet 


President F. D. Russell of Security 

utual Life, Binghamton, N. Y., dis- 
cussed production plans for this. year and 
a program of development of the re- 
cently reorganized accident and health 
department at-a meeting of -field men in 
New: York this.week. F. L.. Mable, su- 


LIFE SALES MEETINGS 





American Mutual 


Leaders in Florida 


MIAMI, FLA.—The American Mu- 
tual Life’s Pioneer, Pacemaker and 
President’s production clubs held their 
annual convention here this week. The 
home office delegation was headed by 
A. H. Hoffman, president. 

After the records of 1939 were re- 
viewed and general plans for 1940 an- 
nounced by John J. Moriarty, agency 
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A. H. HOFFMAN 


vice-president, the theme of the meeting, 
“Increased Profits in 1940,” was pre- 
sented by H. S. McConachie, assistant 
superintendent of agents. George F. 
Wall, secretary, spoke on “Increased In- 
vestment Profits.” A. W. Larsen, ac- 
tuary, in discussing “Increased Profits 
Through New Merchandise” announced 
two new policy forms: a family main- 
tenance agreement which can be at- 
tached to any new policy except term 
or economic adjustment; and a new 
“double protector” policy which provides 
double the face amount of protection 
during the policy years prior to age 62, 
with the face amount itself being fully 
paid up at that age. Dr. E. B. Mountain, 
medical director, told the agents how 
they could get “Increased Profits from 
Underwriting” and R. B. Reynolds, di- 
rector of sales service, discussed “Profits 
from the Use of Company Literature.” 

The rest of the business meeting fol- 
lowed the same general theme with 
leading agents discussing prestige, old 
policyholders, time control, larger poli- 
cies, programming, and persistency as 
sources of profit in 1940. 

Preston H. Luin, Des Moines, general 
agent, was announced as Production 
Club president for having the largest 
amount of paid premiums; James P. Mc- 
Mahon, Waterloo, Ia., general agent, 
was named vice-president. R. M, Threl- 
keld, Sr., Cedar Rapids, Ia., general 
agent, was awarded the _ president’s 
trophy for the agency ranking first in 
general accomplishment based on pro- 
duction, organization, conservation, and 
high average of policies; Harold L. 
Fuller, Omaha, general agent, was 
named “persistency chief” for having 
led the entire company in that respect. 

Members of the President’s Club, re- 


quiring $6,500 in paid premiums, were 


guests of: President A. H. Hoffman. on a 
deep sea fishing trip. 








perintendent of agencies; H. I. Kapp, 
home office representative in New York 
City, and D. T. Hirsch, head of the New 
York City agency bearing his name, also 
were.on. the program. 


President Brainard 
at Chicago Rally 


President M. B. Brainard of Aetna 
Life; S. T. Whatley, agency vice-presi- 
dent; R. B. Coolidge, superintendent of 
agencies; W. H. Dallas, vice-president 
in charge of underwriting, and several 
other home office officials attended the 
annual sales congress of the R. S. Ed- 
wards general agency in Chicago. A 
feature at the annual banquet was the 
presentation to Mr. Whatley, the honor 
guest, of a plaque on which the words 
“Howdy, ‘Chief,’ had been spelled out 
by small pictures of agents .who con- 
tributed in a special drive in his honor. 
The dinner was sponsored by the “Big 
Ten” of agency leaders. President 
Brainard talked on the state of the com- 
pany and Mr. Edwards awarded plaques 
to leading agents. 

The morning business session was 
split up in two gatherings, the first with 
Rudolph LeBoy, one of the leading 
agents, as chairman, and the second with 
A. E. Hicks, Joliet, as chairman. Clark 
Smrha, group field supervisor, Chicago, 


talked on group insurance in the first 
session. There was an “Information 
Please” skit, with F. H. Plaisted, gen- 
eral agent South Bend, as inquisitor. 
Prizes were awarded to members of two 
teams making the best showing in giv- 
ing answers. D. E. Hanson, assistant 
general agent Cleveland, spoke on 
“There Are No Short Cuts.” 

In the second session A. J. Higgins, 
manager accident department Chicago 
branch Aetna Casualty, talked on ““(Com- 
pleting the Circle of Protection.” R. J. 
Curry, assistant general agent, Chicago, 
spoke on social security, and Mr. Coo- 
lidge on “Looking at 1940.” 

In the afternoon there were four 
clinics, on life, group accident and social 
security, with Mr. Dallas, Walter Van 
Dyck, group manager Chicago; Allin 
Kahrl of the home office accident de- 
partment and J. H. Reichman, super- 
visor at Chicago, respectively, in charge. 

In the social security clinic, which was 
an innovation, provisions of the federal 
act were explained and the opportunities 
were shown which it creates for life 
insurance production. 





Victory Life to Meet Feb. 11-13 


The Victory Life of Kansas will hold 
its agency convention Feb. 11-13 at Ex- 
celsior Springs, Mo. About 50 agents, 
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winners in a recent contest, will attend. 
An educational and inspirational pro- 
gram is being arranged. 

The Victory Life in 1939 showed an 
increase of 76 percent in paid business. 
Insurance in force gained over $1,000,- 


000. Total business written in 1939, the 
largest in history, amounted to $5,- 
630,000. 


Northwestern Holds 
State Group Meets 


PEORIA, ILL. — The Illinois Asso- 
ciation of Northwestern Mutual Agents 
held its annual meeting here. At the 
general session Paul W. Kaiser, Wau- 


kegan, was chairman. W elcome was 
extended by C. R. Garrett, Peoria gen- 
eral agent and host, with response “and 
the keynote address by C. LL. Bepert, 
Kewanee, president state association. 
W. L. Cramer, Paris, was spokesman of 
the district agents, and Douglas McLain, 
Springfield, for special and_ soliciting 
agents. Martin Graham, Chicago, spoke 
on “You Should Know.” Round-table 
discussion leaders were Ken Turman, C. 
B. Younger, R. E. Costelo, D. E. Ander- 
son, Ed Hemann, Jos Mondino and 
George Keene. 

C. L. Egbert was chairman on the 
second day when R. C. Ferguson of 
“Successful Farming,” spoke on “Life 
Insurance Buyers in the Farm Field,” 
and Wm. Ray Chapman, assistant direc- 
tor of agencies, discussed ‘Security 
Income.” B. J. Stumm, general agent at 
Aurora, was luncheon chairman. Hon- 
ors were awarded state leaders. Presid- 
ing at the afternoon session was Thomas 
Lauer, Joliet, and speakers included Dr. 
R. H. Feldt, assistant medical director, 


on “Underwriting Helps’; Edmund 
Fitzgerald, vice-president, discussing 
“The Annual Statement,” and Grant.L. 


Hill, agency director, speaking on ‘“‘Op- 


portunities for 1940.” 
IOWA AGENTS TO MEET 

The annual meeting of the Northwest- 
ern Mutual Iowa Agents Association 
will be held in Ottumwa, Ia., Jan. 29-30. 
George W. Rudiger, Washington, Ta., is 
president. J. H. Copeland, general agent 
at Davenport, will be host. Company 
officials who will attend will include 
President M. J. Cleary, Grant L. Hill, 
director of agencies; Jos. T. Gallagher, 
superintendent of claims, and Wm. Ray 
Chapman, assistant agency director. 

Chairmen of the various sessions will 
be David Harris, Des Moines; Mr. Rudi- 
ger; Dennis McTigue, Fort Dodge, and 
A. D. Fogarty, Des Moines. Mr. Cope- 
land will be chairman of the first lunch- 
eon meeting at which Mr. Cleary will 
be the main speaker. The Iowa general 
agents will entertain the field men at 
dinner Monday night when Mr. Cleary 
will again speak and at which produc- 
tion awards will be presented. 


SCHEDULE DETROIT GATHERING 


DETROIT—Producers from 11 agen- 
cies of the Northwestern Mutual Life in 
Michigan and Ohio will gather here Feb. 
5-6 for a regional conference. C. R. 
Eckert, Detroit general agent, is han- 
dling arrangements. 

Edmund Fitzgerald, vice-president; 
Grant L. Hill, director of agencies, and 
Warren Lundgren and Ralph Emerson, 
assistant directors of agencies, will rep- 
resent the home office. On the first 
evening the entire group will be Mr. 
Eckert’s guests at a banquet. 





Home Life General Agents 
Hold Chicago Gathering 


General agents of Home Life of New 
York in the midwest held a three day 
regional gathering in Chicago last week. 
Arrangements were in charge of John 
F. Walsh, Chicago, assistant superin- 
tendent of agencies in charge of the 
mid-west, who presided and introduced 
four home office officials. These were 
William P. Worthington, su erintendent 
of agencies, and three assistant superin- 
tendents of agencies, E. C. Kelly, Jr., 


John H. Evans and Alan B. Doran. An- 
other regional meeting soon will be held 
in New York City. The Chicago gath- 
ering drew general agents from Illinois, 
Iowa, Michigan, Kansas City, St. Louis, 
Denver, Salt Lake City and Minneapolis. 
C. C. Fulton, agency vice-president was 
scheduled to speak, but was ill and could 
not attend. 


Bankers of Iowa Premier 
Club Meets in Florida 


Forty-two members of the President’s 
Premier Club of the Bankers Life of 
Iowa and home office representatives 
attended the annual meeting in Palm 
Beach. 

In recognition of his leadership in 1939 
premium income, H. Malcolm Teare, 
New York City, was named club presi- 
dent. Other officers are: Vice-presidents, 
R. P. Tucker of Elgin; Joseph Janciar, 


Pittsburgh; E. G. Bryant, Spokane; 
James Teeters, Indianapolis; B. H. 
Demarest, Grand Rapids; Mrs. I. B. 


Odell, Seattle; W. F. Bald, Decatur; H. 
C. Portwood, Cedar Rapids, and C. E. 
Sprague, Kansas City. 

Home office men attending included: 
President Gerard S. Nollen, Vice-presi- 
dent W. W. Jaeger, G. W. Fowler, vice- 
president and treasurer; B. N. Mills, 
secretary; W. F. Winterble, director of 
agencies; M. E. Lewis, superintendent 
of agencies; and J. H. McCarroll, adver- 
tising manager. 

The second and last of the company’s 
honor club schools will be held in April, 
when the Bankers Life’s “Regionnaces” 
will gather in Des Moines at the dedica- 
tion of the new home office building. 





Midwest Life Conference 


LINCOLN, NEB. — General agents 
of the Midwest Life who produced 


more than $250,000 during 1939 were 
guests here at a two-day agency meeting 
in which plans for the current year were 
discussed. 


Republic National Parley Jan. 29 
DALLAS — The first annual conven- 
tion of general agents of the Republic 
National Life will be held at the home 
office Jan. 29-30. The new agents’ re- 


tirement plan will be discussed. Under 
this plan, which in the future will be 
part of every agent’s contract, men who 
stay with the company will be assured 
of a retirement income when they reach 
a given age or have been with the com- 
pany a certain number of years. 


Hold Indiana Regional Meet 


A regional meeting for Wisconsin Na- 
tional Life agents in Indiana under the 
supervision of Robert N. Sine was held 
in Lafayette, with 15 agents attending. 
Results achieved in 1939 were reviewed 
and the program for 1940 activities out- 
lined. Several new policies issued by 
the company were discussed and espe- 
cially well received. At the luncheon 
brief talks were made by the wives of 
the agents, a number of whom were 
present. 


Ohio State Speakers Announced 


COLUMBUS, O.—George H. Harris. 
director of public relations Sun Life of 
Canada, will speak at the banquet here 
Jan. 30, in connection with the $100,000,- 
000 celebration convention of the Ohio 
State Life. Judd Benson, manager home 
office agency Union Central Life, Cin- 
cinnati, will address the general agency 
managers’ conference, Jan. 29. The 
convention will close with a luncheon 
Jan. 31 with Superintendent Lloyd of 
Ohio as speaker. 








Patterson in Minneapolis 


A. E. Patterson, vice- -president Penn 
Mutual Life, participated in an agency 
conference in Minneapolis conducted by 
Leon W. LaBounta, general agent. He 
said there have been fewer applications 
for life insurance rejected in that part of 
the country than in most others. 


Franklin Life Texas Meeting 


Charles E. Becker, president of Frank- 
lin Life, is in Texas this week, attend- 
ing an agency meeting for the Texas 
agents of that company. 








Eighteen general agents from 10 states 
attended a two-day conference at the 
home office of Guarantee Mutual Life of 
Omaha. 








LIFE AGENCY CHANGES 





J. J. Crane Made Manager 


for Northeastern Iowa 


John J. Crane has been appointed 
northeastern Iowa manager of the Mu- 
tual Benefit Accident & Health and 
United Benefit Life, with headquarters 
at Waterloo, Ia. For the past year he 
has been agency supervisor of the 
Walker agency of Salt Lake City, which 
manages the companies in Utah. He 
succeeds William Hoover, manager in 
northeastern Iowa for 17 years, who now 
retires at the age of 72. Mr. Crane is 
president of the Salt Lake Accident & 
Health Association and chairman of the 
attendance committee of the Salt Lake 
Life Underwriters Association. 

F, E. Walker, president of the Walker 
agency, has appointed A. H. Good of 
Ogden, Utah, to succeed Mr. Crane. Mr. 
Good has been with the agency three 
years and is secretary of the Ogden Life 
Underwriters Association. 





Birmingham Is Promoted 


James Birmingham of Montgomery, 
Ala., has been appointed district man- 
ager of the Lamar Life, being associated 
with District Manager John W. Lamar. 
Mr. Birmingham went with the company 
about a year ago. He is a native of 
Mississippi. He is a Mississippi State 
College man. He entered life insurance 
in 1923 with the Sun Life of Canada and 
later was with the John Hancock. He 
is a former general agent of the Security 
Mutual Life. He served as assistant di- 
rector of the Alabama Convict Bureau. 


Three New General Agents 
Named by Kansas City Life 


The Kansas City Life has named sev- 
eral new general agents. C. L. Rhyne, 
with the company since last fall, be- 
comes general agent for North Carolina, 
with headquarters at Charlotte. 

Andrew F. Hughes, veteran life man, 
has been appointed general agent at De- 
troit. 

T. G. Hoffman, whose family has been 
in the life insurance business many 
years, takes over the Kentucky general 
agency, with offices at Lexington. 


Conlin Goes to Ann Arbor 


F. J. Conlin of the Nathaniel Reese 
agency of the Provident Mutual at De- 
troit has been appointed supervisor, 
making his headquarters at Ann Arbor, 
Mich., and having charge of four coun- 
ties. He is a graduate of the University 
of Michigan and has been with the com- 
pany for three years. Last year he paid 
for more new business than anv other 
member of the Detroit agency. 


Fair Transferred to N. Y. 


Charles A. Fair, Dayton, O., man- 
ager of the Travelers, has been pro- 
moted to the New York City office. 
Life and accident and health men there 
sponsored a_ testimonial luncheon for 
Mr. Fair. H. S. Stout, general agent 
John Hancock Mutual and president 
Dayton underwriters association; H. L. 
Bimm, general agent Massachusetts 
Mutual Life and president of the Life 
Managers group; Emerson Davis, man- 












Opens New Memphis Office 
for National of Vermont 














CLYDE R. WELMAN 


The National Life of Vermont has 
appointed Clyde R. Welman, Webster 
Groves, Mo., who has been with the 
St. Louis agency for 13% years, to the 
new post of general agent in Memphis, 
Tenn., with a tri-state territory cover- 
ing southeastern Missouri, the White 
River section of Arkansas and the west- 
ern section of Tennessee. 

Mr. Welman has been a member of 
the Leaders ‘Club for nine years. He 
is a C. L. U. Over 80 percent of all 
the business he has written remains in 
force. He attended the University of 
Missouri. He began his career for the 
National in Dunkin county, Mo. He has 
been active in the Lions and was gen- 
eral chairman of the international con- 
vention in St. Louis. 








ager Mutual Benefit Health & Accident 
and president of the Dayton Accident 
& Health Association, and Harry Cut- 
ler, special agent of the Travelers, ex- 
pressed appreciation of Mr. Fair's 
work in those organizations. 


W. C. Bamey in New Post 


The Bankers National Life has ap- 
pointed Walter C. Barney general agent 
at Providence, R. I. He has been dis- 
trict manager for the Union Central Life 
there. He started as agent of the Mu- 
tual Life of New York at New Bedford, 
Mass., in 1919, and has been with the 
John Hancock in Boston and the Home 
Life of New York in Providence. He 
was once president of the New Bedford 
Life Underwriters Association. 


Andrews Is District Manager 


A. P. Andrews was promoted to dis- 
trict manager by Lamar Life with head- 
quarters in Vicksburg, Miss. He for- 
merly was with the Aetna Life and Life 
& Casualty, and has been a special agent 
with the Lamar for a year. His personal 
production won him tenth place in 1939. 


Burdette Promoted by Equitable 


W, C. Burdette has been promoted to 
district manager in Jackson, Miss., of 
the Equitable Socicty with an enlarged 
territory of 48 counties. For the last 
four years Mr. Burdette has been a 
member of the Equitable Group Million- 
aires Club and is now a senior member 
of the board of governors. In 1937 and 
1938 Mr. Burdette was leading producer 
of the Equitable in Mississippi. 


Four Field Assistants Change 


Four field assistants of the Travelers 
life, accident and group departments 
were transferred or promoted. Harry H. 
Martin of the Indianapolis branch office 
was promoted to assistant manager 
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there. E. N. Ollikainen of the Brooklyn 


branch was transferred to the Empire 


State branch in New York City as field 
assistant. J. F. Dwinell, Jr., of the Bos- 
ton branch, and P. H. Bixby, of the St. 
Paul branch were promoted to assistant 
managers of their offices. 





Hickman Takes Arizona 


Pacific National Life has appointed 
Gene Hickman general agent for Ari- 
zona with headquarters at Phoenix. He 
has been home office general agent in 
Salt Lake City for 10 years. 





R. L. Hill in New Evansville Post 


Robert L. Hill has been appointed 
general agent at Evansville, Ind., by 
Northwestern National Life with head- 
quarters in the Old National Bank build- 
ing. For the past 15 years he has been 
with Mutual Benefit, first in Kentucky 
and more recently as district agent at 
Evansville. He is chairman of the pro- 
gram committee of the Evansville Asso- 
ciation of Life Underwriters. 





Kohl Named District Agent 


Connecticut Mutual Life appointed 
Harrison Kohl district agent with of- 
fices in Mason City, Ia. He has charge 
of several northern Iowa counties. He 
was a former Missouri Valley conference 
track mile champion and anchor man 
on one of Drake University’s best mile 
relay teams. 





Volunteer Promotes Two Leaders 


W. H. Stevenson, manager Volunteer 
State Life at Florence, S. C., has been 
promoted to manager at Columbia, S. C., 
in charge of central and southern South 
Carolina. ; 

In 1939 Mr. Stevenson was leading 
producer for the Volunteer. 

J. B. Stackhouse has been made co- 
general agent with his father, G. B. 
Stackhouse, at Mullins, S. C. He was a 
leading producer last year. 





Earle Harrison, who for the past two 
years has been representing Rotary In- 
ternational Club, has been appointed 
district representative of the Mutual 
Life of New York at Malvern, Ark. He 
was formerly with the Sun Life. 


NEW YORK 


SPIKER AGENCY ORGANIZER 


W. A. Spiker, formerly resident man- 
ager in New York City for THE 
NATIONAL UNDERWRITER, has been ap- 
pointed agency organizer of the C. C. 
Gearhart agency of the New York Life 
in New York City. Mr. Spiker has been 
in the life insurance business since Jan- 
uary, 1938, and has been with the New 
York Life a little more than a year. 














CONSOLIDATION ANNOUNCED 


Consolidation of the Typond-Lee gen- 
eral agency of the United States Life 
with the J. F. MacGrath, Jr., general 
agency in New York City is announced. 
This move shifts J. Y. Typond to the 
MacGrath agency at 101 Fifth avenue, 
New York City, where he will make his 
headquarters, serving as manager of the 
Chinese division. In his new connection, 
Mr. Typond will devote his entire time 
to the further development of Chinese 
business in New York City and vicinity. 


The offices of the former Typond-Lee 
Agency at 40 Mott street will continue 
under the direct supervision of Mr. 
Typond, with Lee J. Waye and Gin 
Lee in charge. Mr. Typond has been 
with the United States Life since Au- 
gust, 1936, previous to which he was in 
the insurance business as a_ general 
broker for 10 years. He was born in 
New York City, and graduated from 
N. Y. U. with a degree of bachelor of 
commercial science. 





CLARK IS ASSOCIATE MANAGER 


George R. Clark is appointed associate 
manager of the R. A. Beatty agency of 
Security Mutual Life at 123 William 
street, New York City. 





N. ¥. UNIVERSITY COURSES 


Classes in life, fire, casualty, insurance 
law, social insurance and insurance prin- 
ciples will open Jan. 31 at New York 
University’s school of commerce, ac- 
count, and finance. An evening session 
of life insurance principles and struc- 
ture is being offered for night students 
and an entirely new course in psychol- 
ogy of life insurance salesmanship is 
offered by J. E. Bragg, manager Guar- 
dian Life of New York, New York City. 

Courses in principles of fire and cas- 
ualty insurance which meet the require- 
ments of candidates for the New York 
state brokerage examinations will be of- 
fered as in the past. This may be com- 
pleted in one semester. S. B. Ackerman 
is professor of insurance. 


CHICAGO 


HILL NOW IN CHICAGO 


James G. Hill, formerly general agent 
of the Connecticut Mutual Life at Nash- 
ville, who was appointed general agent 
in Chicago to succeed the Williamson & 
Wellbeloved firm, has arrived and made 
the first step toward building up a larger 
organization. He and his family have 
taken their residence at Hinsdale. The 
office will be moved about March 4 to 
825 Field building. Mr. Hill will not 
seek brokerage. His aim will be to es- 
tablish an organization of full time sales- 
men devoting all their energy to the 
Connecticut Mutual. Mr. Hill did a fine 
piece of work in business building at 
Nashville. He was educated in the E. 
F. White agency of Dallas and is re- 
garded as one of the most promising 
of the younger general agents. 

W. W. Williamson continues as asso- 
ciate general agent. He has a fine per- 
sonal clientele. 














ROYER RETURNS HOME 


H. G. Royer, president of the Great 
Northern Life, arrived at his office in 
Chicago Monday after a month’s ab- 
sence, making an agency trip that took 
him to the Pacific Coast. 


ANSTETT CHICAGO SPEAKER 


At a meeting of the Chicago Claim As- 
sociation, with a large attendance, 
Charles P. Anstett, superintendent in- 
spection department New York Life, 
spoke on “Ciné Surveillance.’ More than 
75 attended. 

Mr. Anstett told how motion picture 
cameras can be used to detect fraud 
where disability claims are involved. He 








A JOB WITH A FUTURE 
Supervisory and Managerial Opportunities 


Liberal agency expansion program provides openings for life 
insurance men of proved production ability. Adequate financial 
support to those who can qualify. 

Address K-99, The National Underwriter, 175 W. Jackson Blvd., Chicago 


Combination ........ Family Group ...... Salary Savings 


presented a motion picture study of ac- 
tual investigations, and discussed the 
technical phases of taking such pictures 
so that they could be admitted as evi- 


dence in court. 





WORK WITH CHICAGO AGENTS 


George C. Coulson and Richard Pille, 
agency assistants Connecticut Mutual 
at the home office, are in Chicago this 
week working with the agents and con- 
ducting an advanced training course 
in the Zimmerman agency. They are 
conducting field work with the agents, 
with a goal of one new program for each 
agent in the week. This is based on 
Connecticut Mutual’s new estate exten- 
sion plan. 





FRED S. JAMES ANNUAL DINNER 


The annual dinner dance of, the Em- 
ployes Association of Fred S. James & 
Co., of Chicago was held Thursday 
evening. Election of officers for the 
ensuing year was held at the same 
time. C. F. Lundquist, head of the life 
department, is the retiring president. An 
innovation for this year’s affair has been 
an invitation to employes’ families and 
office and associated brokers to attend. 

The office bulletin of Fred S. James 
& Co., urges the office agents to make 
a special endeavor to close life insurance 
cases with as much dispatch as possible, 
citing the rumor that there is to be a 
rate increas¢é among non-participating 
companies either Feb. 1 or March 1. 
“We are informed,” the bulletin states, 
“that it is to be soft pedaled and no ad- 
vance notice will be given us as in the 
past. If these rumors are true, we had 





Northwestern Mutual 
Agent's Splendid Record 








Over a period of 20 years, interrupted 
only by army service, Henry W. Shedd 
of the Hobart & 
Oates agency of 
the Northwestern 
Mutual Life in Chi- 
cago has enjoyed 
the unique record 
of being leader in 
volume of paid 
business for four 
years, second in 
volume for four 
years, and first in 
number of paid 
lives for 14 years. 
He has also quali- 
fied for 66 consecu- 
tive months in the 
Northwestern Mutual’s “4-L Club,” 
which requires a minimum production of 
four lives a month. 

More than half of Mr. Shedd’s annual 
production embraces business from for- 
mer clients indicating satisfaction in 
service rendered over the years. In ad- 
dition to activity in local agency affairs, 
Mr. Shedd is president of the North- 
western Mutual C. L. U. chapter. 


H. W. Shedd 








better begin to see some of our prospects 
who have been considering the purchase 
of life insurance and have been putting 
us off in the past. Make the most of 
the suggestion.” 

Fred S. James & Co. are general 
agents for Travelers. 
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Ban on Working Waived to 
Help Disability Neurotics 


NEW YORK—Some life companies 
are making gratifying progress in reha- 
bilitating neurotic disability claimants 
particularly persons who have developed 
a complex against going back to work 
even though their doctors know that 
work would be the best medicine for 
them. 

This type of case is totally different 
from the malingerer, who knows per- 
fectly well that he is not disabled and 1s 
merely putting it over on the insurers. 
Neurotics of the types which can be re- 
habilitated are often pitiable specimens 
and when brought back to a life of use- 
fulness are enthusiastically grateful to 
the company for its help. 


Companies Waive Rights 


Essentially the method is to agree not 
to cut off disability income payments 
during an agreed-upon period during 
which the policyholder tries going back 
to work. Obviously, this procedure can 
be followed only where the company is 
convinced that the insured is sincerely 
interested in working again but has de- 
veloped a morbid fear, amounting to a 
neurosis, that he will lose his disability 
income as soon as the company finds he 


is working. The neurotic’s particular 
fear is that he will work just long 


enough to lose his disability pension and 
then find he is still unfitted for work and 
must go through another waiting period 
in order to re-establish his claim for 
disability and maybe not get it even 
then. 

This fear not only prevents the neu- 
rotic policyholder from trying to make 
a comeback but may haunt him so that 
he fails to make good when he tries, 
whereas if his mind were free of worry 
he would get along all right. 


Several Types of Cases 


Disability neurotics may be either re- 
covered mental cases or persons conval- 
escing from heart disease, tuberculosis, 
and certain other ailments. Whether the 

cause of their plight is mental or phy si- 

cal, they reach a stage in convalescence 
where the existence of a steady, even 
though small, income which is dependent 
on their continuing to be disabled seems 
to retard further recovery. In some 
cases, the patient’s doctor will frankly 
tell the claim representative that the dis- 
ability check is what is keeping the man 
disabled, that the best cure would be to 
discontinue the monthly payments en- 
tirely. 

The latter remedy i is too drastic, since 
after all the patient is actually still dis- 
abled. However, it is sometimes neces- 
sary to threaten a policyholder with 
stopping payments on the ground that 
he is recovered, even though the com- 
pany has informed his physician that it 
does not intend to go through with the 
threat. In fact, all these cases are hand- 
died in the closest cooperation with the 
patient’s personal physician. Further- 
more, the company is careful never to 
recommend a physician, since it would 
not be ethical to do so. 


Physical vs. Mental 


It does seem strange that in the case 
of a patient recovering from a nervous 
breakdown there should be a mental 
quirk which would militate against his 
return to normal activity. Yet neuroses 
arising from physical conditions can be 
just as difficult to cure as the purely 
mental type. 

When a certain type of heart case is 
well on the road to recovery, the worst 
thing the patient can do is to sit around 
the house all day and worry about him- 
self. The least little pain and he thinks 
he is going to have another heart at- 
tack, even though it may have been 
months since the last one and it may 
turn out that he never has another. A 
patient of this type should go back to 
work, taking things easv for a while, 
missing trains rather than running for 
them and in general eschewing the ab- 


normal strains that a normal man puts 
on his heart. It is surprising how many 
persons with impaired hearts are able to 
lead their accustomed lives once they 
get over the idea that work means death. 


Lawyer Made Comeback 


To a layman the mental cases would 
seem harder to rehabilitate than those 
having merely a physical basis. Yet 
many of them have been brought back to 
lives of usefulness. For example, a bril- 
liant lawyer had to leave his practice be- 
cause of a nervous breakdown and for 
a time was confined to an institution. He 
recovered but was fearful of going back 
to work because he had become depen- 
dent on the regular disability checks. On 
being assured that he would not lose his 
disability income while trying to stage a 
comeback, he resumed his practice and 
soon found he was as good as ever. Not 
only had the company been able to close 
an expensive disability case but had the 
satisfaction of knowing it had given in- 
valuable aid to a policyholder. Naturally, 
this man cannot say too much in favor 
of the companies that helped him. 

Important in helping the patient back 
to normal life is the sort of employment 
opportunity open to him. The best out- 
look is where there is work waiting for 
him, either his old job or another that 
appeals to him and that he feels confi- 
dent of being able to handle. On the 
other hand, if his prospective work is 
such that it is likely to blast his newly 
reacquired self-confidence, he is going to 
be right back in the insurance compa- 
ny’s lap before long. The toughest sit- 
uation is where a man has been practic- 
ing as a doctor, lawyer, or in some other 
profession, or has operated a small busi- 
ness of his own and is faced with the 
long struggle of building up again prac- 
tically from scratch. Yet even these 
cases have been successfully rehabili- 
tated. 

Companies that have gone into this 
field have taken the stand that letting 


claimants try their hand at working 
without endangering their disability in- 
come constitutes a form of occupational 
therapy and that is what it is, not only 
theoretically but actually. Companies 
that first tried it were sometimes ham- 
pered by the fact that a policyholder, by 
reason of having disability insurance 
with several companies was fearful of 
losing a large part of his income even 
though one company agreed to play ball. 
As more companies have become con- 
vinced of the practicality of rehabilitating 
disabled policyholders where circum- 
stances warrant it non-cooperation has 
become less of an obstacle. 


Cases Handled Individually 


Each of the rehabilitation cases is han- 
dled as an individual matter. There is 
no standardized procedure, since every 
case is different. The essential element 
is the sincere good faith of the insured 
in wanting to get back to work as soon 
as his condition will permit his working 
at his former occupation or a line of 
work suited to his abilities and train- 
ing. Fortunately it has not proven diffi- 
cult to distinguish between sincere 
candidates for rehabilitation and fakers 
interested merely in maintaining a pipe 
line to the company’s bank account. 


Have Staff of Experts 


The companies which go in for reha- 
bilitation have medical experts who are 
familiar with this type of work. When 
a disability claim man has a case which 
he thinks might possibly be rehabili- 
tated, the claim department takes it up 
with the medical specialists and in the 
light of all the factors involved a deci- 
sion is reached as to whether the case 
warrants an attempt at rehabilitation. 

Naturally, by no means all cases at- 
tempted are successful but the successes 
have been so frequent that there is no 
longer any doubt of its value. The loss 
in the case of those who can not be 
brought back to usefulness is slight, par- 
ticularly when compared with the sav- 
ings on those who are restored to 
normal lives and dropped from the dis- 
ability rolls. And, of course, the savings 
in terms of human value, while not 
measurable merely in dollars, are even 
more important. / 








AGENCY MANAGEMENT 





Essential Factors in Training New 
Men Analyzed by R. B. Coolidge 


DETROIT—Training of agents is 
the most controversial factor in agency 
management, with the single exception 
of financing, R. B. Coolidge, superin- 
tendent of agencies Aetna Life, told the 
Associated Life General Agents & 
Managers. 

A good training system should in- 
clude as an absolute minimum, these 
factors: a working knowledge of life in- 
surance, a standard plan of selling and 
prospecting, the establishing of good 
working habits and the instilling of an 
enthusiasm for the business. The first 
factor is by far the easiest to impart. 
The standard plan of selling should in- 
clude the effective use of an organized 
sales plan. Such a plan should have 
two fundamental features: it should be 
simple, and yet should be a plan that 
definitely gets results. Sometimes the 
very simple plans are too simple to sell; 
they leave the prospect cold because 
they do not appeal sufficiently to his 
imagination. 

The best way to handle the new agent 
is to teach him a simple programming 
plan that he can deliver in a few min- 
utes. He does not need to know all there 
is to know about life insurance before 
he can use such a plan effectively. With 
a very little real knowledge of the busi- 
ness, he can go out into the field and 
begin selling early in his career, and 
that will do much to bind him to the 
business permanently, allowing him to 


acquire additional knowledge as _ he 
works. 

“Some general agents believe that in- 
side drilling is sufficient in training men; 
others believe that most of the training 
should be done in the field, jointly with 
a supervisor or more experienced under- 
writer. I believe that the most effective 
method is a combination of these two 
methods. Sometimes a man who shows 
up well in inside drill does not do so 
well in the actual presence of the pros- 
pect. When we go out with such men 
and watch them at work, we can often 
place a finger immediately upon the 
trouble,” Mr. Coolidge said. 

A systematic prospecting program is 


probably the most important factor in 
training. If the new agent is properly 
trained in prospecting, he should suc- 


ceed regardless of other considerations, 
but if he is trained on all other points 
and prospecting is neglected, he will 
inevitably fail. “Forty-nine percent of 
our best agents have reported that their 
principal difficulty lay in prospecting,” 
he said. 

The development of good working 
habits is important. The majority of 
agents experience trouble in the use of 
their time. There is a close relationship 
between prospecting and good working 
habits. It is up to the supervisor to 
set a good example in this matter of 
working habits. If the general agent 
gets down to the office early in the 


morning, it has a tendency to get the 
agents on the street at an early hour; 
Mr. Coolidge declared. 

In a round-table discussion of the 
training following the talk, it was 
brought out that the training should 
continue over a long period. Prelimi- 
nary training until the agent can get out 
and sell by himself is by no means ade- 
quate. 


Kansas City Managers Name 
Mura Head of Group 


KANSAS CITY — E. G. Mura, gen- 
eral agent New England Mutual Life, 
was elected president of the General 
Agents & Managers Association at its 
annual meeting here. He succeeds E. G. 
Mercer, general agent Lincoln National 
Life. J. E. Miller, Columbian National 
Life, was elected vice-president, and R. 
L. Fitzgerald, Kansas City Life, secre- 
tary-treasurer. 

S. C. Pearson, Northwestern Mutual, 
and C. V. Cochran, General American, 
are new members of the executive com- 
mittee. J. H. Birmingham, Phoenix Mu- 
tual, and R. J. Costigan, Business Men’s 
Assurance, are carryover directors. J. 
T. Langston, Kansas City Life, dis- 
cussed amendments to the social secur- 
ity act. 





Streamlined Presentations Urged 
PITTSBURGH — Recruiting and 


training of salesmen was discussed 
before the Pittsburgh Supervisors Club 
by A. C. Fox, district manager for the 
Fuller Brush Company. Mr. Fox cred- 
ited much of his company’s sales suc- 
cess to the fact that its representatives 
are taught to streamline their presenta- 
tions. Eighty-five percent of their sell- 
ing time is devoted to discussion of the 
utility of the product, not appearance, 
price and so forth. 

Mr. Fox stressed the importance of 
humanizing the relationship between the 
salesman and his company, in “getting 
a hold of a man’s heart long enough so 
that you will find an opportunity to 
pour something into his head.” Ap- 
proach is considered 75 percent of sell- 
ing in his business, according to Mr. 
Fox. 

George H. Harris, director of public 
relations Sun Life of Canada, will speak 
at the Feb. 2 meeting, 





Wandling Is Wichita President 


WICHITA — Lee Wandling, Wich- 
ita manager Equitable Society, was 
elected president Wichita General 
Agents & Managers Association suc- 
ceeding Lee H. Leavell, John Hancock 
Mutual. Others named were John J. 
McLean, Union Central, vice-president; 
and W. H. Nicholls, Penn Mutual, sec- 
retary-treasurer. A ‘ ‘steering committee” 
will conduct the year’s activity. 


Cashiers Discuss Personnel 

LOS ANGELES—Discussion of per- 
sonnel took up the dinner meeting of the 
Life Insurance Cashiers Association. 
The question of discipline was consid- 
ered. Work hours, rest periods, vaca- 
tions, illness, social activities in and out 
of the office, moral stimulation and han- 
dling errors were discussed. 





Nashville Managers Elect 


NASHVILLE — The Managers & 
General Agents Association elected these 
officers: President, N. C. Hughes, man- 
ager New York Life; vice-president, J. 
V. Tupper, Massachusetts Mutual, and 
secretary-treasurer, T. P. Henderson, 
National Life & Accident. 


Sun Life Managers Meet in Omaha 


OMAHA — Sun Life of Canada man- 
agers from 10 States gathered here for 
a regional managers’ conference. W. Ss. 
Penny, director of agencies, and Seth 
C. H. Taylor, superintendent of agencies, 
both of Montreal, conferred with man- 
agers, mapping plans for the coming 
year. Mr. Taylor is the son of C. 
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Taylor, Nebraska superintendent of pub- 
lic instruction. South, Omaha 
branch manager, arranged the two-day 
meeting. 


Ross Heads N. J. Supervisors 


Clarence A. Ross, supervisor of the 
J. B. MacWhinney agency of John 
Hancock Mutual Life in Newark has 
been elected president of the Life 
Agency Supervisors Association of 
Northern New Jersey. He succeeds W. 
E. Davies, who has resigned to become 
Louisville general agent of the Equi- 
table Life of Iowa. 


AGENCY NEWS 


Bates Honors Leaders 


SAN FRANCISCO — Following his 
return from the New York Life’s Flor- 
ida conference, Dudley S. Bates, San 
Francisco agency director and agency 
inspector for the western division, was 
host at a luncheon with leading produc- 
ers as honored guests. 














Paret Agency Elects 


CAMDEN, N. J.—Edwin A. Sawin 
has been elected president of the Louis 
F. Paret agency Agents Association for 
1940, Miss Alice Roche, secretary, and 
N. M. Brooks, treasurer. The associa- 
tion has been in existence for a number 
of years and promotes good fellowship. 





Saul Observes 15th Anniversary 


H. G. Saul, Los Angeles, general 
agent John Hancock Mutual, ordinary 
department, observed Jan. 21 his 15th 
anniversary in that capacity. An agency 
luncheon was held as a part of an all- 
day agency meeting. 





Honor Memphis General Agent 


MEMPHIS—S. T. Whatley, vice- 
president of the Aetna Life, was host at 
a luncheon here in honor of T. P. Mc- 
Cormack, new general agent here. W. 
H. Bonney, cashier, arranged for the en- 
tertainment of the 60 guests. 





The Davenport, Ia., agency of Provi- 
dent Mutual Life had one of its best 
years in 1939, experiencing a 74 percent 
gain in new paid for business over 1938. 
It ranked first among all Provident agen- 
cies in the percentage of quota gained 
which was 44 percent, and second in per- 
centage of increase. C. A. Connor is 
general agent. 








We neither ask nor ex- 
pect any GOOD agent to 
leave his good company to 


come with us— 


—but if there's some 
bright youngster in your 
neighborhood honin' to get 
into insurance work whom 
YOU'RE too busy to train, 


tell us about him. 


(Gardidn if 
Insurance Company, 





Madison, Wisconsin 


NEWS OF LIFE 


ASSOCIATIONS 





Past Presidents Honored at 
Luncheon in Indianapolis 


Past presidents of the Indianapolis 
Association of Life Underwriters were 
guests of honor at a luncheon there and 
were presented by Eber M. Spence, 
Provident Mutual, president. Isaac Pin- 
kus, now retired and a resident of Chi- 
cago, is the earliest past-president now 
living, having served in 1911, 1912 and 
1919. He planned to be present, but 
was forced to cancel plans and sent a 
telegram of greetings. 

The past-presidents introduced are: 
W. E. Osborn, Provident Mutual, 1916; 
Fred Dickerman, Standard Life of In- 
diana, 1925; W. H. Meub, New England 
Mutual, 1927; R. H. Habbe, Massachu- 
setts Mutual, 1928; J. T. Traylor, North- 
western National, 1929; J. P. Meek, 
Acacia Mutual, 1931; E. A. Crane, 
Northwestern Mutual, 1932; C. F. 
Maetschke, Prudential, 1933; J. L. 
Rainey, Guardian Life, 1935; D. W. 
Flickinger, John Hancock, 1936; W. J. 
Greener, Equitable Society, 1937, and 
Hilbert Rust, R. & R. Service, 1938. 

Past-presidents living in Indianapolis 
who were unable to attend and who sent 
greetings are: G. R. Wilson, State Life 
of Indiana, 1914; G. M. Spiegel, Indiana 
insurance department, 1918; 4 
Simpson, Aetna, 1924; H. A. Luckey, 
State Mutual, 1930, and H. E. Nyhart, 
Connecticut General, 1934. 

Paul Speicher, R. & R. Service, speak- 
ing on “Looking Forward in 1940,” 
commented on the public confidence 
achieved by life insurance in this coun- 
try through its proven ability to weather 
depressions. 

The association, President Spence an- 
nounced, is making a good drive for in- 
creased membership, a number of offices 
now being signed up 100 percent. 





Zimmerman on the Wing 


Eight addresses before state and local 
groups have been scheduled during Feb- 
ruary and March by Charles J. Zimmer- 
man of Chicago, president National 
Association of Life Underwriters. His 
talks will cover associations in the east, 
middle west and south, and will include 
state meetings, sales congresses and 
joint gatherings. In each instance the 
National association head will speak be- 
fore meetings of general agents and 
managers and conferences of association 
officials as well as association sessions. 

His schedule is as follows: Feb. 1, 
Dallas, Texas state congress; 14, Balti- 
more, joint meeting with District of 
Columbia association; 15, Newark, 
Northern New Jersey association; 16, 
Bridgeport association; 24, Indianapolis, 
sales congress; 27, Battle Creek, joint 
meeting with Jackson, Kalamazoo, Lans- 
ing and Grand Rapids associations. 

March 14, St. Louis association; 21, 
Cincinnati sales congress. 





Cincinnati Congress Speakers 


Several of the speakers have been an- 
nounced for the tri-state sales congress 
at Cincinnati March 21. Agents will 
attend from points in Ohio, Kentucky 
and __ Indiana. Speakers announced 
are C. J. Zimmerman, president National 
Association of Life Underwriters; 
C. O. Fischer, vice-president Massachu- 
setts Mutual Life; John Witherspoon, 
Nashville general agent John Hancock 
Mutual. 

In the afternoon Judd C. Benson, Cin- 
cinnati manager Union Central, will 
conduct a sales symposium assisted by 
four Cincinnati agents. 





Andrew B. Dygert, Northwestern 
Mutual Life, Minneapolis, has been re- 
elected president of the Minneapolis 
Area council Boy Scouts. Frank S. 
Preston, executive secretary Minnesota 
Association of Insurance Agents, was 
elected vice-president. 


Plan Portland, Ore., Sales 
Congress Feb. 19 


PORTLAND, ORE.—The annual 
sales congress will be held here Feb. 19, 
Stuart R. Strong, associate general agent 
State Mutual Life and association presi- 
dent, announced. The general chairman 
is S. D. Chapin, Mutual Life of New 
York. Committee chairmen include: 
Program, S. B. Thompson, Penn Mu- 
tual; publicity, Talmage Smith, Merrifield 
agency Connecticut Mutual, and attend- 
ance and tickets, F. B. Hook, Pruden- 
tial. There will be a luncheon and an 
afternoon session with talks by success- 
ful agents. 

The congress will be held in coopera- 
tion with the “Leaders Banquet,” spon- 
sored by the Portland Life Managers 
Association, to be held that evening. T. 
J. Binder, Equitable of Iowa, is chair- 
man for the banquet. 

C. H. Twiss, manager Portland north 
district Metropolitan; I. E. Hervin, man- 
ager Portland south district, and mem- 
bers of their staffs addressed the Janu- 
ary meeting on the subject, “Business 
Is Good.” These two districts made 
outstanding records in 1939, together 
paying for approximately $2,500,000 ordi- 
nary, being the leading offices in the 
Pacific Coast territory where there are 
two or more districts, and being near 
the top countrywide in the Metropoli- 
tan. Their average production of ordi- 
nary per agent was higher than the na- 
tional average for all agents and was 
in addition to their debit work. 





Joint Meeting in Wichita 

The Wichita (Kan.) Insurors and 
Wichita Life Underwriters Association 
are holding a joint meeting Feb. 1 to 
discuss problems that are common to 


both life and fire interests and to de- 
velop better understanding between the 
two groups. 





St. Paul—There is a definite place in 
the life insurance business for older 
women, said Mrs. Marie Booth, St. Paul, 
in a talk at the quarterly luncheon of 
Twin City women underwriters. - 

“After all,” she said, “the woman of 
50 is experienced, she has the ability 
which comes from experience and she 
has won a definite place in the business 
world.” ’ 

Chicago—Twenty-eight producers, 
agency heads and supervisors will speak 
to the sales training course starting 
Jan. 27 and continuing for 13 weeks. 


Toledo—Stanley E. Martin, Columbus 
general agent for State Mutual Life, 
gave a talk. 

Mr. Martin said the traditional way 
of selling life insurance is erroneous; 
problems of life must be discussed, not 
argued. There must be no debate, no 
trick questions and answers, and no ar- 
guments during the interview, he said. 
“The problem of continuance of income 
for food, shelter and clothing is unde- 
batable. A well-planned and well-de- 
livered sales talk has the following 
effect on the prospect—he will either 
buy, lie or be plain stubborn!” 

Oklahoma City—Four general agents 
from Tulsa addressed the January meet- 
ing giving “sales ideas that click.” They 
were introduced by Dick Hittson from 
Tulsa. The speakers were M. P. John- 
son, Fidelity Mutual; Richard Norton, 
Penn Mutual; Hal Little, Minnesota Mu- 
tual, and Frank Engle, broker. 

Two weeks previously the Oklahoma 
City association presented the program 
at Tulsa. It is anticipated that this 
trading of talent will hereafter be an 
annual feature. 


Milwaukee—E. L. Carson, Equitable 
Society manager, presented certificates 
to about 75 who completed the sales 
training course under the direction of 
H. C. Fuller, Sr., Northwestern Mutual 
Life. 

Grand Rapids, Mich.—A. R. Jaqua, as- 
sociate editor Diamond Life Bulletins, 
attacked phases of proposed govern- 
mental entrance into life insurance. Fed- 
eral government operation which would 
not compare with the present efficient 
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private administration. Claims of a 30 
percent savings in operating an annuity 
business are preposterous inasmuch as 
government control could not affect the 
life span or mortality rate and interest 
rates on investments would be less than 
for private carriers since government 
securities pay a low interest yield. The 
agency system pays for itself as the 
wider spread of coverage gained effects 
huge economies in individual costs. 
Cleveland—Charles T. Davies, $1,000,- 
000 policyholder of Wyomissing, Pa., 
spoke on “Why I Bought Life Insur- 
ance.” He referred to life insurance as 


ambition insurance. “Without it I 
would not be where I am today,” he 
said. 


“You in the life insurance business 
have a wonderful opportunity. You can 
build your business just as big as you 
want it without additional financial in- 
vestment. The only thing you need is 
intestinal fortitude. And remember that 
your first duty is to your policyholder. 
No insurance company pays your salary 
or commission. It is the men you sell 
that foot your bills.” 

Jacksonville, Fla.—America’s life in- 
surance agents don’t want Uncle Sam 
dabbling in insurance, Charles J. Zim- 
merman, Chicago, president National As- 
sociation, declared at a luncheon meeting. 
“Efforts of the government to enter into 
direct competition with private business, 
as evidenced by recent proposals to sell 
burial insurance and annuities, and to 
take over control of insurance now dele- 
gated to states, will be resisted by a 
united front of America’s life insurance 
agents,” he declared. ‘Personal freedom 
rests on a tripod, of which one leg is 
representative democracy, another civil 
liberties and the third, free enterprise. 
You cannot undermine one of these legs 
without having the whole structure 
crumble.” 

Van Wert, 0.—C. E. Perry has been 
elected president of the newly-organized 
Van Wert County association. Vernon 
Terry is vice-president, and J. L. Presler, 
treasurer. Directors are: Kenneth Kohn, 
Delmar Cobb, Oscar Bollenbacher, H. L. 
Milligan, Burdette Todd, and L. F. 
Scheibley, all of Van Wert, and Lloyd 
Guthrie of Delphos. 

St. Louis—A. R. Jaqua, associate edi- 
tor of “Diamond Life Bulletins,” in his 
address defended the American agency 
system in the sale of life insurance and 
cited figures to demonstrate the failure 
of savings bank life insurance plans and 
indirect selling methods to properly dis- 
tribute the protection of life insurance 
among all of the people. He contended 
that the agent is an integral factor in 
life insurance and cannot be replaced. 

Taking the experience of Massachu- 
setts, a pioneer in the bank life insur- 
ance field, he said that in Massachusetts 
141 savings banks in co-operation with 
the public officials and with some sub- 
sidy from the commonwealth of Massa- 
chusetts had sold only $17,000,000 of life 
insurance in 1938, while the people of 
Massachusetts had purchased a total of 
$574,000,000 life insurance through life 
insurance agents. 

Nashville—Deprived of a president by 
transfer of J. G. Hill, general agent Con- 
necticut Mutual, to Chicago, the execu- 
tive committee will advance Vice-presi- 
dent Lawrence Stumb, Bankers Life, 
president, and elect a new vice-president 
and a member of the executive commit- 
tee. 

Memphis, Tenn.—The 1940 membership 
campaign was initiated. Paul Speicher, 
R. & R. Service, spoke on “Looking For- 
ward in 1940.” W. P. Brown, general 
membership chairman, announced that 
11 of the largest local agencies had 
joined 100 percent. 

Pittsburgh—Approximately 400 at- 
tended the January meeting to hear Dr. 
P. L. Rohrer, clinical psychologist, dis- 
cuss differences between successful and 
unsuccessful life agents. Applications of 
94 new members were approved. C. T. 
Davies, Wyomissing, Pa., will speak 
Feb. 8. 

G. P. Kunkelmann,_ superintendent 
Prudential here, spoke on “The Little 
Man” at a luncheon of the New Castle 
branch and an evening meeting of the 
Butler branch of the Pittsburgh asso- 
ciation. 

Kearney, Neb.—C. H. Heyl, director of 
agencies Bankers Life of Nebraska, dis- 
cussed the outlook for the agency sys- 
tem and the relation of social security 
to life insurance. 


Oshkosh, Wis.—Alvin Moser, Aetna 
Life, Milwaukee, president Wisconsin 
state association, discussed “The Case 
for Life Insurance” at a dinner meeting 
of the Fox Rixer Valley association. He 
spoke on the dangers of federal super- 





vision of life insurance as evidenced by 
testimony given before the Temporary 
National Economic Committee. Peter 
Zimmer, superintendent Prudential at 
Oshkosh, association president, was 
chairman. 

Springfield, t11.—The ladies night din- 
ner meeting drew attendance of about 
125. KF. J. Budinger, Chicago, general 
agent Franklin Life, discussed “Making 
a Good Agent Good.” “Yours truly—Ed 
Graham” was shown. 

Kalamazoo, Mich.—W. G. Kelley, dis- 
trict manager of Metropolitan Life, was 
installed as association president at a 
luncheon meeting. Other new officers 
are: Vice-president, Ralph Richardson, 
and secretary-treasurer, R. H. Powell. 

Fort Wayne, Ind.—Increase in income 
and the ages of insurance buyers will 
be a decided factor in the sale of life 
insurance during the next five years, 
said H. L. Drake, vice-president Empire 
Life & Accident, Indianapolis, in a talk 
at the monthly meeting. He predicted 
that more than 115 billions of insurance 
would be in force by 1945. 

Victoria, B. C.—J. Harry Croft, Great 
West Life, was elected president. 

Coffeyville, Kan.—A new association 
has been organized with J. L. Dunwoody 
as president; Fred C. Newberry, vice- 
president; C. Careton Winston, secre- 
tary-treasurer, and Frank W. Sutton, 
national committeeman. Heretofore 
Coffeyville has been associated with the 
Independence association. 





Manhattan, Kan.—A. E. Messenheimer, 
Metropolitan Life, and R. P. Martin, 
Manhattan Mutual Life, spoke. 

Hutchinson, Kan.—A campaign has 
been launched to secure membership 
from every licensed agent in the city. 
Harry F. King is membership chairman. 

Kansas City—The women’s division 
will have charge of the association pro- 
gram Feb. 20, and will present Miss 
Beatrice Jones, manager women’s divi- 
sion, Devitt agency, Equitable Society, 
New York City, and chairman of the 
women’s division of the National asso- 
ciation. Mrs, Mildred Poindexter Miller, 
Penn Mutual, chairman of the women’s 
division here, will preside. Mrs. Bernice 
Meistroff, Guardian Life, is in charge of 
the program. 


CL. OU. 


Probate Judge Talks in Indianapolis 


_Probate Judge S. N. Chambers of In- 
dianapolis spoke to the Indianapolis 
oe ew chapter in the first of a series of 
informal seminars on legal, estate and 
business problems. 











Reese Is Pittsburgh Speaker 

J. H. Reese, general agent Penn Mu- 
tual Life, Philadelphia, spoke on “Estate 
Conservation” at the January meeting 
of the Pittsburgh chapter. A general 
discussion follow: ed. 


Policy Audits Discussed 

Policy audits were discussed at the 
Houston C.L.U. meeting in a discussion 
led by L. D. Stark. Homer Hewitt, 
Hendrix Davis, E. A. Gross and W. G 
Baker participated. 


Offer Course at Buffalo 


“Life Insurance Fundamentals, Part 
I,” a 16-week course for nreparation for 
the C.L.U. examinations, is being offered 
at Millard Fillmore College of the Uni- 
versity of Buffalo under joint sponsor- 
ship of the Buffalo Life Managers Asso- 
ciation, Buffalo Life Underwriters 
Association and Buffalo C.L.U. chapter. 


Russell Speaks in Little Rock 

LITTLE ROCK, ARK. — American 
citizens may soon face a choice between 
maintenance of life insurance as a pri- 
vate enterprise or as an establishment 
dominated by the government, F. D. 
Russell, president Security Mutual Life 
of Binghamton, said before the Rotary 
Club here. Mr. Russell praised the com- 
petent agents who have sold and main- 
tained the huge sum of life insurance 
now in force. 

Mr. Russell was a guest of Charles B. 
Erwin, Security Mutual state manager. 


POLICIES 





lations were factual, 
actually paid or declared. 
financial strength alwavs 
tained, and that has been the chie: ob- 
jective, it was stated. 

Dividends on the 
ages 20 and over are presented below for 
ordinary life, 20 payment life and 20 year 
quacuennial 
ages for three other popular forms. 
addition to these, the dividend bovklet 
shows the 10, 15 and 20 year extra divi- 
The application of these varies 
For ordinary life the 
10 year $5, 


scale 


with the forms. 
extra dividends are: 
$10, and 20 year $20 for 
payment life—10 year $5, 15 year $8.75, 
and 20 year $17.50, for all ages; 
endowment—10 year $5, 15 year $5, for 
30 year endowment—10 year 
15 year $8.75, 20 year $17.50, for all 
endowment at age 65 


Ordinary Life $1,000 
-—— Dividends End of Ye _i—e—" 
) 


- wy 


ETT 


x 


ot 
VOUT 


S 


Noe eRe 


oo 


Sao SIS SST 
Des IIHS IU OUSUST OVS ONO 


a 


we 


TU OO HR IS TOUS DS DO DO DO CLOT OO NII MUIR CIM IO 


CNS Se 


PWC as at eat ss 


Se be ee re 


tee Cobo SO HAI CI Soke 
=) 


CL HLMLHANNA AAAI 
on to 


AOS 


os] 


Ais 


we CODD DO OL 
RIP OTOo SO 


SD D> ED O19 OO C19 CO Him bat 0 pe bat 00 OT 9 Fat SO A Sa me ODD SD 0 nd So ET COND DO SD COMI TTT 
Bote 


D9 He 00 at He 2D 09 00 09 00 UT I CO IDS OOD ODO td Onn UT OOD DOS 
HED DOO ODS CID OS 09 COTTA SOT OLS C100 9 II CON ID SIS TIDIO CMO’ 


DO O16 G9 AIDS 00 eS O09 S OT ONION DEIN SOO OMI TI toes 


1 1S DS re 00 DD TA 1S STR I ROOD 
Bh pet re et et et fk pk fk fed pat pt ped bed et 


Dh ph ek peek fk pak ek peek fed fk feat pe aes 
RERERESEEHS SS eecmmperanananesnssssopnancauncetne 
se ee at ad ee est i ee ee ig a a ead 


PhS WN NE ROS 


Eh ek hk pk pd feed peed ped Bed 


at Eph bak pe pk peak fe ak fd pe 


NAABRAARABAA AAA AAA b, CUR ON NH HOSOS 
ue tot <n) 
f cao 





BE 
6 
9 


IA Ob woe oI 


J) 


oe 


CARMMWODOIUIGNY 
© 


CIOS DDD COMO WOO HOI Oo 


: DOOD HD HH HH 0H AIM A I dd 
© _ 
NAR WRODHOMR RS e 


SD 8D © 00.00 00 00 co G0 G0 G0 a TRARARAAMR 
Mw COIR oI mood NN SR dH SONS oe tot 
ROOD Sow DH & 


id 
“3 
7) 


VIGO 09 C2 DH CO OID WOO WO DOW HIS IO DOH HA] 
_ 
Ss 
Abo ¢ 
~ 


ODDO HHH HHH HH HDAANANAANARAAAAMANTI TONNE 
RW DORUWNHOSOD RWS ¢ 
SESW HLH M~O~DeOIINININN 
SACTWHOADPWIH HOWARD 

RUIN ON TANRODDWOOOUAHAISU 


-_ 


New York Life Dividend 
Scale Is Announced 


(CONTINUED FROM PAGE 8) 


being the amounts 
The 
las been main- 


10 year 
1 20 year $31.74, 
15 and 20 year extra dividends decreas- 
ing somewhat at older ages at issue; re- 
tirement income at 65 (male)— 10 year 
$5, 15 year $10, ; 
and 20 year extra dividends deexeasing 
slightly at older ages. 

The dividends per $1,000 of insurance 
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c——Dividends End of Year——_, 
2 3 5 10 15 20 
12.37 
2 : 12.79 14. : 
11.06 11.85 11.96 13.25 15.09 17.45 
: 13.73 
14.25 


20 Year Endowment 


20 $ 5.57$ ba $ - $ 8.39 $10.55 $13.03 
21 5.57 8.49 10.65 13.10 
22 5.57 Bat 8. 33 8.57 10.74 13.18 
3 5.57 5.84 6.59 8.68 10.85 13.26 
24 5.57 5.85 6.70 8.78 10.95 13.35 
25 5.60 5.91 6.79 8.85 11.06 13.43 
26 5.68 5.98 6.89 8.93 11.15 13.53 
27 5.75 6.05 7.02 9.01 11.25 13.60 
28 5.81 6.13 7.18 9.08 11.33 13.71 
29 5.95 6.22 7.31 9.15 11.42 13.79 
30 5.98 6.35 7.48 9.24 11.50 13.89 
31 6.10 6.49 7.65 9.32 11.59 13.99 
32 6.30 6.74 7.84 9.39 11.67 14.07 
33 6.66 7.01 8.02 9.48 11.74 14.20 
34 6.76 7.23 8.22 9.55 11.81 14.30 
35 6.94 7.40 8.40 9.63 11.86 14.42 
36 7.22 7.65 8.52 9.72 11.93 14.54 
37 7.24 7.65 8.65 9.80 11.99 14.67 
38 7.41 7.88 8.82 9.88 12.05 14.79 
39 7.58 8.05 8.98 9.95 12.10 14.92 
40 7.81 8.22 9.12 10.04 12.19 15.05 
41 8.03 8.389 9.25 10.11 12.82 15.18 
42 8.16 8.55 9.36 10.26 12.48 15.34 
3 8.36 8.80 9.46 10.43 12.65 15.48 
44 8.64 9.00 9.54 10.60 12.82 15.64 
45 8.82 9.14 9.66 10.79 13.01 15.81 
46 9.07 9.383 9.79 11.01 13.17 15.98 
47 9.31 9.51 9.92 11.20 13.33 16.18 
48 9.44 9.64 10.06 11.40 13.49 16.36 
49 9.59 9.80 10.22 11.63 13.67 16.58 
50 9.75 9.95 10.37 11.81 13.86 16.79 
51 9.91 10.12 10.55 12.01 14.07 17.02 
52 10.10 10.31 10.75 12.22 14.31 17.27 
53 10.28 10.51 11.01 12.45 14.57 17.53 
54 10.51 10.73 11.32 12.71 14.84 17.80 
55 10.72 10.96 11.64 13.00 15.14 18.10 
56 10.95 11.24 11.94 13.30 15.46 18.41 
57 11.12 11.52 12.24 13.65 15.79 18.74 
58 11.57 11.91 12.60 14.04 16.14 19.10 
59 11.88 12.25 12.98 14.44 16.53 19.47 
60 12.33 12.68 13.40 14.89 16.94 19.88 
Endowment at Age 65 
20 «—- $ «5.26 $ 5.83 $ 5.47$ 5.87$ 6.80$ 7.55 
25 5.40 5.54 5.88 6.40 7.18 8.12 
30 5.86 6.05 6.44 6.94 7.91 8.84 
35 6.72 6.91 7%.23- 7.74 8.81 10.00 
40 7.80 7.92 8.17 8.77 10.24 12.05 
45 8.82 9.14 9.66 10.79 13.01 15.81 
50 10.60 11.29 12.538 14.19 17.65 .... 
55 14.51 15.68 18.04 22.20 ... 
60 SO:0U Let SAiRO siece as 
Retirement Income at 65 (Male) 
20 $ 5. 76 $ 5.85 $ 6.05$ 6.60$ 7.66$ 8.58 
25 6.04 6.22 6.64 7.35 8.382 9.52 
30 6.64 6.89 7.39 8.13 9.42 10.79 
35 7.73 8.02 8.48 9.36 10.90 12.79 
40 9.20 9.42 9.87 11.01 13.22 16.24 
45 10.76 11.24 12.06 14.02 17.47 22.14 
50 13.50 24.47. 36:39 39.21 34.78 9... 
55 19.44 21.05 24.30 31.01 .... 


30 Year Endowment 


20 $ 5.44$ 5.56$ 6.01$ 6.79 $ 7.97$ 9.63 
25 5.48 5.68 6.14 7.16 8.27 9.80 
30 5.87 6.07 6.68 7.40 8.64 9.85 
35 6.72 6.91 7.23 7.74 8.81 10.00 
40 7.04 7.42 7.59 8.08 9.11 10.31 
45 7.76 7.85 8.02 8.64 9.66 10.90 
50 8.45 8.56 8.86 9.53 10.63 12.06 


Imperial, Canada, Continues Scale 


At the annual meeting of the Imperial 
Life of Canada, President J. F. Wes- 
ton announced that policyholders’ divi- 
dends will be continued on the scale 
used in 1939 for the first six months 
of 1940. The situation will then be 
reviewed Mr. Weston said. 


Federal Life’s New Policy 


The Federal Life of Chicago has got- 
ten out a special policy providing death 
indemnity for passengers using an air- 
plane where death ensues and the plane 
is wrecked. The premium is $5.50 for 
$5,000 death indemnity. 


Columbus Mutual Boosts Dividend 


The Columbus Mutual Life has an- 
nounced a 10 percent increase in divi- 
dends to poliycholders effective April 1. 


Teachenor Has $350,000 Month 


Dix Teachenor, Kansas City Life, life 
member Million Dollar Round Table, 
produced $350,999 of business in Decem- 
ber on 43 applications. His volume aver- 
aged $8,568 per policy. premium $42.64 
per thousand, single premium annuities 
$5,027 per policy. His smallest policy 
was a single premium annuity for $500 
and his largest a life case for $25,000. 


Calloway Fort Worth Manager 


The Century Life of Fort Worth has 
appointed Joe D. Calloway, formerly 
north Texas supervisor for the Western 
States Life of Dallas, as city agency 
manager in Fort Worth. The Century 
recently acquired the business of the 
Western States. 
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total of $48,304,296, an increase of $2,- 
271,292. Ohio National policyholders 
own $191,052,405 of life insurance, an 
increase of $4,790,160. 

T. W. Appleby, president, reported to 
stockholders at the annual meeting that 
1939 was the most successful year in 
history. New business totaled $25,689, - 
725, a new high record. 

Interest earnings, after the deduction 
of all investment expenses, was 4.38 per- 
cent of assets, Policyholders’ excess 
protection grew to $2,682,773. Policy- 
holders and beneficiaries were paid $3,- 
801,625 in 1939, while the total paid since 
organization is $38,771,847. Insurance 
in force at the end of 1939 was more 
than two and one-half times that of 1929. 

Mr. Appleby reported the absorption 
of the Columbia Life has been com- 
pleted, although its assets and insurance 
in force are not included in the Ohio 
National’s 1939 statement. 
MINNESOTA MUTUAL LIFE 

Minnesota Mutual Life has issued its 
new annual statement, showing assets 
$47,779,732, an increase of $3.307,033 over 
the previous year, Policy reserves are 
$40,137,371 and surplus and contingency 
funds amount to $3,066,705, an increase 
of 28 percent. Insurance in force is 
$230,003,369, an increase of $4,468,538. 

Total payments to policyholders and 
beneficiaries during the year exceeded 
$4,500,000. 

Delinquencies and foreclosures on 
mortgage loans are at the lowest point 
in 10 years. Real estate holdings have 
decreased, as have policy loans. Mor- 
tality and disability experience continues 
highly favorable. 

The average rate earned on all assets 
for 1939 was 3.9 percent. President T. 
A. Phillips states that in these days a 
prudent investor deliberately sacrifices 
current income for safe-guarding of 
capital and Minnesota Mutual endeavors 
to make a quality selection of invest- 
ments, accepting whatever interest re- 
turns such a policy may entail, Despite 
this policy the aggregate net earnings 
for 1939 exceeded those for 1938. The 
insurance in force of Minnesota Mutual 
since 1929 has increased by more than 
25 percent, The assetg and surplus 
have more than doubled. 

Minnesota Mutual was founded in 
1880 and hence is completing 60 years 
of existence during 1940. 


GENERAL AMERICAN LIFE 


General American Life reports that 
assets increased during the year by $2,- 
347,354 and now stand at $128,415,949. 
Cash and government bonds increased 
by more than $3,400,000 and now total 
more than $27,000,000. The net yield 
on mean ledger assets was 4.17 percent, 
a slight gain. 

Insurance in force exceeds $700,000,- 
000. The net earnings during 1939 
amounted to $2,300,010, an increase of 
13 percent over 1938. Of that amount 
there has been added $1,455,673 to the 
contingency reserve that is provided for 
future policy lien reduction; $207,518 
was added to surplus, $636,593 was put 
into a fund from which future policy- 
holder dividends will be paid. This is 
in addition to established reserves for 
policyholder dividends already declared 
for payment through June 30, but as yet 
unpaid. 

There was appropriated $150,000 from 
surplus to retire 2,500 shares of stock 
in accordance with the mutualization 
plan. Including this appropriation, the 
aggregate amount so far applied to the 
retirement of stock totals $1,399,380. 
General American Life states that it is 
well ahead of the three year stock re- 
tirement plan adopted at the 1938 annual 
meeting. That plan provided for retire- 
ment of $770,000 of stock during 1938- 
40. The 2,500 shares called, plus the 
shares retired in previous years amount- 
ing to 23,323 constitute 46.6 percent of 
the 50,000 shares originally outstanding. 





There was paid or credited to or for 
the benefit of policyholders and bene- 
ficiaries during 1939, $14,009,401. Since 
organization in 1933 the comparable 
amount is $109,935,257. 

Ordinary life sales in 1939 exceeded 
those in 1938 by 9 percent. In the 
group department there are 1,603 master 
group policies covering 330,339 individ- 
ual assured now in force. The group de- 
partment reports an increase of about 
$200,000 in earned group premiums and 
a gain of $9,540,610 in group life insur- 
ance in force. The commercial accident 
department reported an increase of 
$6,000 in earned premiums. 
CONTINENTAL AMERICAN LIFE 

Continental American Life, in its 1939 
annual statement, reports assets $24,- 
858,492, policy reserve $21,700,845, con- 
tingency reserve $262,354, — $637,- 
530 and net surplus $1,421,82 

The insurance in force of $135,718,350 
was the greatest in history. Insurance 
written amounted to $20,483,901. The 
average size policy was $5,097 and 82 
percent of the new business was in poli- 
cies of $5,000 or more. 

The market value of the bonds was 
$400,000 in excess of the amount at 
which they are carried in Delaware. The 
bonds are carried in the statement at 
$9,809,556. 


Emphasizes Quality 


Continental American Life has suc- 
cessfully endeavored to emphasize qual- 
ity in its field organization. Although 
agency contracts in force decreased 9 
percent during 1939, the number of club 
members increased 13 percent and the 
amount of commissions paid was almost 
exactly the same. 

Continental American in its statement 
prints a comparative chart of results at 
the end of 1939 as compared with those 
at the end of 1929. There was a 95 per- 
cent increase in the amount paid to pol- 
icyholders and beneficiaries in the dec- 
ade; 29 percent increase in insurance 
sold; 102 percent increase in assets, and 
47 percent increase in insurance in force. 

None of the city mortgages of Con- 
tinental American is in process of fore- 
closure, .Overdue interest amounts to 
only $1,572 and none of this amount is 
as much as two months overdue. 

The company has not capitalized any 
unpaid interest or foreclosure costs on 
real estate. The present value of real 
estate owned is only 70 per cent of the 
unpaid principal of first mortgages exist- 
ing on such properties at the time ot 
foreclosure. 


MANUFACTURERS LIFE YEAR 


Assets of Manufacturers Life of To- 
ronto were set at $177,808,634 in the an- 
nual statement, increase $10,437,238. 
These consisted of bonds, $107,751,520, 
preferred and common stocks $10,120,- 
803, real estate first mortgages $25,136,- 
167, policy loans $18,774,534, cash $2,- 
549,913 and head office property, other 
real estate and sale agreements $6,696,- 
748. 

Business in force Dec. 31 was $590,259,- 








Farm Bureau Enters New York 


COLUMBUS, O. — The Farm Bu- 
reau Life has been licensed in New 
York. Acquired by the Ohio Farm Bu- 
reau in October, 1935, the Life Company 
of America was reorganized as the Co- 
operative Life and later became the 
Farm Bureau Life. 





Indict Indianapolis Attorney 


Walter A. Whetsel, Indianapolis at- 
torney, has been named in six indict- 
ments, charged with posing as an insur- 
ance agent to widows, telling them their 
husbands had insurance policies and that 
by payment of a small sum he could 
collect the face value of the policy. 





769, ieimeeial to $572,912,435 Dec. 31, 
1938, net increase $17,347,334. New 
business issued totaled $56,133,640. The 
average amount of insurance in force per 
policy was $2,314. 

Premium income was $24,043,109, in- 
terest and dividends $7,563,371, and to- 
tal receipts $35,069,936, an increase of 
$360,199. Total payments to policyhold- 
ers were $16,958,260, disbursements on 
matured, surrendered and existing poli- 
cies $12,919,487, including $2,226,630 pol- 
icy div idends; death claim payments $4,- 
038,774. 

Gross rate of interest earned in the 
year was 4.64 percent. 

Contingency reserve was increased 


& 


$600,000 to a total of $3,000,000, and sur- 
plus was increased $427,445 to a total of 
$4,709,259. Total disbursements were 
$24,864,869. 


AMERICAN MUTUAL LIFE 


Assets of American Mutual Life of 
Des Moines as of Dec. 31 amounted to 
$29,305,959, an increase of $998,053. Dur- 
ing the year an additional $1,637,000 was 
invested in government and municipal 
bonds. 

New business during the year in 
creased by 40.5 percent. There is a gain 
in insurance in force. There was an 
increase of 26.96 percent in number of 
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lives insured. The average size of pol- 
icy increased 9.11 percent. 

President A. H. Hoffman states that 
American Mutual is taking increased in- 
terest in farm loans and will look with 
considerable favor on investments in 
Iowa farms as values become more 
stable and moratoriums are discontinued. 
KANSAS CITY LIFE 

The Kansas City Life reports an all- 
time high in insurance in force with 
$447,507,267. Admitted assets total $112,- 
842,489; legal reserve on policies $103,- 
115,640 and surplus to protect policy- 
holders $7,205,983. Payments to policy- 
holders and beneficiaries totaled $8,738,- 
657, unassigned surplus $6,205,983, capi- 
tal $1,000,000. Investments include $3,- 
100,229 in federal government bonds, 
$20,571,123 in state, county, municipal 
and school bonds, $1,460,770 on farm 
mortgages, $8,113,333 on city mortgages 
and $4,123,615 on FHA city mortgages. 
Policy loans total $20,021,812. 


CANADA LIFE 

Canada Life during 1939 increased its 
surplus and special reserves by $1,450,- 
611, the aggregate being $13,024,729. 
This includes provision of about $5,000,- 
000 for policy dividends. It was an- 
nounced at the annual meeting that un- 
less unforeseen developments occur, 
further increase will be made in July 
in policy dividends. 

New life insurance sales amounted to 
$61,100,000 and there was $1,700,000 in 
considerations for annuities. Insurance 
in force totaled $810,200,000. 


NORTH AMERICAN LIFE, ILL. 


President E. S. Ashbrook of the North 
American Life of Chicago, in his report 
to stockholders as of Dec. 31, shows 
cash $594,151, federal bonds $1,372,477, 
county, municipal and corporation bonds 
$3,073,625, first mortgages $1,470,357, 
policy loans $2,156,970, real estate $3,- 
554,040, surplus $375,803, increase $91,- 
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The mortality ratio was 48.7 
percent. New business $10,385,000, in- 
surance in force $67,225,000, increase 
$1,500,000. The total income was $2,- 
450,000, disbursements $2,050,000. The 
operating profit was $85,000. The com- 
pany sold 80 pieces of property during 
the year aggregating $428,000, making 
total $885,000 sold during the last two 
years. 

President Ashbrook states that the 
combined annual salaries of the presi- 
dent, three vice-presidents, secretary, 
actuary, superintendent of agencies, 
medical director and assistant secretary 
are $40,500. 


444. 


SEABOARD LIFE 

Seaboard Life of Houston in its new 
annual statement reports assets $3,087,- 
400, policy reserve $2,547,995, surplus to 
policyholders $334,549. Insurance in 
force amounted to $26,240,166 as com- 
pared with $24,487,960 the previous year. 
Total income was $849,663 as compared 
with $752,015 the previous year. The 


premium income was $652,834. Death 
benefits paid during the year were 
$227,537. 


President Burke Baker states that 
Seaboard Life has never lost a dollar on 
any investment. Not one of its bonds is 
in default or has ever been in default as 
to either principal or interest. No mort- 
gage loan was in arrears at the close 
of business Dec. 31. The bond portfolio 
has a present market value of about 
$100,000 more than it is carried in the 
statement. 


CENTRAL LIFE OF IOWA 


Assets of Central Life of Iowa at the 
year end amounted to_ $49,037,031, an 
increase of $2,567,876. Surplus was $3,- 

878,551, increase $84,431. Insurance in 
force was $169,346,000, an increase of 
$5,619,895. 

Income was $8,709,519, increase $1,- 
011,960. Interest yield was 4.01 percent. 


GUARANTEE MUTUAL LIFE 


OMAHA — Guarantee Mutual Life 
increased assets by $1,543,500 during 
1939 for a total of $23,400,000. Payments 
to policyholders and beneficiaries during 
1939 totaled $2,092,608, bringing the 
company’s total payments for 38 years 
to $35,776,757. 

Insurance in force totaled $137,258,357 
and new business issued and restored 
was $16,763,187. 


COLUMBIAN NATIONAL LIFE 


Insurance in force of Columbian Na- 
tional Life at the year end amounted to 
$177,742,000, a gain of $1,890,000. New 
paid life insurance amounted to $18,900,- 
000, including group. The total volume 
for the previous year was $19,200,000. 
Exclusive of group, the new paid life 
insurance increased 3 percent in 1939. 

The mortality record showed another 
reduction and the lapse ratio was im- 


* proved. 


The average sized policy was $3,734, 
as compared with $3,629 in 1938. 

The Thayer Quinby organization of 
Boston was the leading agency. 

The accident and health department 
showed a gain of 7 percent in new issued 
premiums. The A, & H. claim ratio was 
42.1 percent, as compared with 42 per- 
cent the previous year. This is exclusive 
of group. 

The leading A. & H. agency was that 
of General Agent Howard A. Shearer of 
Boston. 


OLD LINE LIFE, MILWAUKEE 


Old Line Life of America had $80,- 
357,039 life insurance in force Dec. 31, 


net gain $1,854,823. New paid for insur- 
ance last year was $7,693,001, gain about 
6 percent. Mortality was 41.5 percent of 
expected. Cash surrenders decreased. 
The ratio of renewals was better than 
in 1938, a satisfactory year. The acci- 
dent and health department recorded an 
income of over $250,000, a gain about 19 
percent. 


NATIONAL LIFE OF VERMONT 


National Life of Vermont, 90 years 
old, reports a $10,000,000 gain in assets 
for 1939, the figure now being $215,- 
021,261. 

The company paid to policyholders 
dividends totalling $3,772,004; or 3.2 per- 
cent more than in 1938. The net in- 
terest earned was 3.71 percent. In 1940 
the dividend scale adopted for each of 
the last four years will be continued ex- 
cept on fully paid up forms where cer- 
tain reductions were made. 

Insurance in force increased $12,110,- 
130, bringing the total to $561,076,613. 
The mortality ratio was 51.9 percent. 

Reserves on all types of contracts 
were increased $8,904,284, or 4.87 per- 
cent; $517,087 of this increase repre- 
sents a transfer from surplus to streng- 
then the reserves against disability 
claims in accordance with most con- 
servative practice. Policy loans have 
been reduced $1,853,861. 

The bond investment totals $59,095,- 
674. No item is delinquent as to in- 
terest and all maturities have been met 
except $2,000 due on one municipal 
issue. Preferred stocks had a market 
value of $5,915,434, which is $180,999 in 
excess of cost. The dividends on all 
these stocks are cumulative and only 
two of the issues are in_arrears in 
their dividend payments. There is no 
common stock. The actual market 
value of bonds December 31, 1939, was 
$4,361,189.10 in excess of the values 
shown in the statement. 


WISCONSIN LIFE 
Wisconsin Life, in its new statement, 
reports assets $6,022,738, increase $329,- 


944. Policy reserves are $5,207,151, sur- 
plus $254, 562. Premium income $727,- 
589, total income $1,143,702; policy 


claims $330,961; policy dividends $106,- 
779.. Total disbursements $819,393. In- 
surance in force is $24,838,020. Since 
organization more than $6,400,000 has 
been paid policyholders and benefici- 
aries. 

The bonds are carried at $2,661,207, 
none is in default either as to principal 
or interest. 


Webb Urges a Study of 
Public Relations 


(CONTINUED FROM PAGE 10) 


cannot be sold without an agent is life 
insurance. The agent is an essential 
factor in the business. He is not get- 
ting enough remuneration for the effort 
expended. 

He also pointed out the stability of 
life insurance during the depression and 
said that the best security any man had 
in his portfolio was his life insurance 
policies. 








Pa. Department Promotions 

A.C. Boysen has been promoted from 
principal examiner of the Pennsylvania 
insurance department to deputy secre- 
tary and J. J. Turner from examiner to 
principal examiner. 





Figures on Companies’ Production 





c7—New Paid a ie 


c-Change in Ins. in Force— 
1939 


1939 9 1938 
Acacia Mutual .........+ » + - $33,229,402 $38,351,553 + $9,526,436 +$14,087,197 
Connecticut ee - 139,923,621 163,821,116 + 8,274,62 +19,775,916 
Great-West Life coccccee 61,657,010° 60,920,673 + 18,623,1 +18,021,803 
Monarch Life, em. ....5- ee He He 7,011,041 + 2,354,78 +1,462,064 
Southwestern Life ......... 44,616,532 46,861,935 +18,151,115 + 19,564,935 
Southern Life. .173,178,132 150,699,260 + 56,678,006 +13,121,056 


Western & 


*Figures Include annuities. 
tFigures do not include annuities. 
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Fe our ewe Riieencel 
by Mass. Mutual 


Appointinent of four men to home 
office positions of responsibility has 
been announced by the Massachusets 
Mutual Life. They are: C. W. Brierley, 
to be manager of the auditing depart- 
ment; L. H. Shoughrue, agency assist- 
ant; ‘A. C. Talmadge, manager of the 
accounting department, and H. C. 
Peiker, associate superintendent of loans. 

Mr. Brierley was born in Holyoke, 
Mass. Before becoming associated with 
Massachusetts Mutual in 1925, he was 
employed as a cost accountant by the 
National Blank Book Company and the 
American Writing Paper Company. First 
employed as a clerk in the auditing de- 
partment of the Massachusetts Mutual, 
Mr. Brierley in 1937 was promoted to 
the planning department where he has 
done special research work in account- 
ing work. 

With the Massachusetts Mutual since 
1924, Mr. Shoughrue is a native of 
Springfield. He studied at Syracuse Uni- 
versity, and was first employed by the 
company as a clerk in the medical de- 
partment and in 1934 was promoted to 
agency auditor. Since then he has vis- 
ited all of the agencies on auditing trips. 

Mr. Talmadge is a graduate of Wes- 
leyan University. Employed by Massa- 
chusetts Mutual, he went to work a 
week after graduation and was occupied 
in the bookkeeping department. Soon 
afterward he studied accounting at 
Northeastern University, and completed 
his courses there in 1929. For the Past 
four years he has instructed accounting 
classes at the home office in connection 
with the Life Office Management Asso- 
ciation Institute, and since Oct. 31, 1938, 
has been assistant manager of the ac- 
counting department. 

Mr. Peiker, a Kansan, studied at 
Wooster College and Columbia Univer- 
sity Law Schol. He is a member of the 
bar in Missouri and Oklahoma and has 
had much experience in real estate work. 
From 1915 to 1918, he was assistant 
manager of the Maxwell Investment 
‘Company, and the following year be- 
came appraiser and organizer for the 
Federal Land Bank of Wichita, Kan. 
From 1920 to 1932, he was vice-presi- 
dent and secretary of the Exchange 
Trust Company and executive vice-pres- 
ident of the Exchange National Com- 
pany of Tulsa, Okla. For the past five 
years he was with the Home Owners’ 
Loan Corporation, and at various times 
was deputy general manager at Wash- 
ington, Detroit regional manager and 
assistant general manager. 


Lackey Agency Has Annual 
Meeting: Maclean Is Speaker 


Individual achievements for the year 
1939 shared the spotlight with awards 
for years of service at the annual meet- 
ing of the George E. Lackey agency of 
the Massachusetts Mutual in Detroit 
when Vice-president A. T. Maclean was 
the featured speaker. 

Officers of the Agency Association 
are determined by leadership in produc- 
tion. H. Ben Ruhl, who qualified in 
1939 for life membership in the Million 
Dollar Round Table, was installed as 
president. Dr. John D. Finlayson, who 
was just completing his first full year 
in Ann Arbor, having transferred there 
from Tulsa, Okla., became vice-presi- 
dent. Leslie B. Eby succeeded himself 
as secretary and Mrs. Elizabeth M. 
Kelly, life insurance leader of the 
women’s department, is treasurer. 

E. Maten was honored for 40 years 
of service to the company, all in the 
Detroit agency. Mrs. Lena Lake For- 
rest, one of the pioneers of life under- 
writing, received her pin for 35 years of 
service; Edward L. Warner for 25; 
Mrs. Jane M. Gunn for 20. 

The agency showed a gain of 11 per- 
cent in new life insurance written in 
1939 as compared to 1938, while nine 
individuals showed gains of over 40 
percent, led by Ned Henry with 164 
percent, and J. E. Totten, 105 percent. 
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LEGAL RESERVE FRATERNALS 





Michalski Elected Head of 
Wisconsin Congress 


J. P. Michalski, general secretary Pol- 
ish Association of America, Milwaukee, 
was elected president of the Wisconsin 
Fraternal Congress at the annual meet- 
ing held in Milwaukee. Other officers 
elected are: Vice-president, N. J. Wil- 
liams, president Equitable Reserve, Nee- 
nah, Wis.; secretary-treasurer, G. A. 
Comstock (reelected); directors—M. W. 
Voris, Ben Hur, Milwaukee, D. W. Mac- 
Meekin, Modern Woodmen, Milwaukee; 
J. G. Grundle, secretary Catholic Family 
Protective, Milwaukee, and S. A. Oscar, 
secretary National Mutual Benefit, 
Madison; delegates to National Frater- 
nal Congress, J. M. Callahan, secretary 
Catholic Knights of Wisconsin, Milwau- 


ee. 

Alex. O. Benz, president Aid Associa- 
tion for Lutherans, retiring congress 
president, presided. ‘He i is vice-president 
of N. F. C. All members of the Fra- 
ternal Underwriters Association will be 
invited to attend the mid-year meeting 
of the congress in June. Much of the 
program will be devoted to the interests 
of underwriters. : 

Mr. Williams talked on “Opportuni- 
ties for Fraternalists.’ The subject was 
discussed by D. W. MacMeekin, Modern 
Woodmen, Milwaukee. 

J. A. O. Preus, former Minnesota gov- 
ernor, was a guest, telling the origin and 
development ‘of Lutheran fraternals. Le 
M. Callahan spoke on “Americanism.” 
Informal talks were made by Walter C. 
Below, president Fidelity Life, Fulton, 
Ill., on “Soliciting the Business and Pro- 
fessional Man;” Russell Mathias, Luth- 
eran Brotherhood, Minneapolis, “The 
Open Contract,” and Dio W. Dunham, 
editor of the official public ation of Equit- 
able Reserve, Neenah, “Public Rela- 
tions.” 





Another Fraternal Member 
Gets Money at Age 96 


North American Union Life of Chi- 
cago presented a check for $1,000 on 
Jan. 12 to Dr. Joseph A. Meek on his 
96th birthday. Dr. Meek performed the 
actuarial miracle of outliving his theo- 
retical limit of life. 

Dr. Meek joined the North American 
Union in 1904, through a merger of the 
American Fraternal League with the 
North American Union. He had joined 
the American Fraternal League in 1898. 





Royal League Emphasizes 
Its Juvenile Department 


Many of the fraternals are finding that 
their juvenile business is very desirable 
and the mortality ratio as a rule has 
been highly favorable. Therefore, some 
are putting special emphasis on their 
juvenile departments, feeling that it is 
highly beneficial to get a lower average 
age. 

Royal League is one of the foremost 
fraternals that is getting back of the 
juvenile department and also its next 
higher class between ages 16 and 25 in- 
clusive, which it denominates “youth 
activities.” 

Royal League is endeavoring to cre- 
ate much interest in this “youth activi- 
ties” group. In its lodges the members 
of this group meet separately and have 
their own program. It is the purpose 
of Royal League to develop keen inter- 
est on the part of younger people in a 
number of activities that can be carried 
on through the lodge. In this way the 
young folks will become acquainted with 
insurance. There will be a social foun- 
dation to the movement but a number of 
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interesting programs are being worked 


Furthermore Royal League intends to 
have a national “youth activities” meet- 
ing in Chicago having delegates attend 
from the various lodges. A program is 
being worked out for this meeting. It 
will be entirely under the command of 
the young people. The officials will step 
aside and let the members of the group 
conduct the _ conference. Suggested 
topics, however, are being worked out 
ahead of time so that they can be dis- 
cussed among others at the conference. 


Educational Project in Ilinois 

The educational committee of the IlIli- 
nois Fraternal Congress is developing 
a vigorous program that undoubtedly 
will have a far-reaching effect. It is 
getting before the various societies op- 
erating in the state asking that they 
communicate with their local lodges call- 
ing attention to the fact that the book, 
“Fraternal Insurance,” is being pre- 
sented to every public library in Illi- 
nois. The educational committee de- 
sires to create reader interest and urges 
fraternal policyholders to go to their 
library and request this book. It is 
stated there are about 800,000 fraternal 
policyholders in Illinois. The commit- 
tee is convinced that if it can get 50,000 
reading this book it will be a wonderful 
start. 





Kirsch Michigan Congress Head 


DETROIT—J. G. Kirsch, Detroit 
general agent Aid Association of Luth- 
erans, was elected president of Michigan 
Fraternal Congress at the annual lunch- 
eon meeting. He succeeds F. E. Wis- 
well, Protected Home Circle. J. F. 
Lewandowsky, Independent Order of 
Foresters, was elected first vice-presi- 
dent; Mabel Clare Ladd, second vice- 
president, and C. F. Haight, third vice- 
president. Gladys L. Hewlett succeeds 
J. F. Baker, Maccabees, as secretary; 
F. J. Buergin was elected treasurer, and 
J. P. Jourdan, Alice E. White and Daisy 
Heath, trustees. 





Bronson, Ohio Veteran, Dies 


R. E. Bronson, 68, whose entire busi- 
ness life was devoted to fraternal in- 
surance, died at his home in Columbus, 
O., as a result of a stroke. Burial was 
Friday at Hudson, Mich. He had been 
associated with the Home Guard at Van 
Wert, O., and then with American In- 
surance Union, with which it was 
merged. Recently he held a position 
with the state tax commission. 





Chicago Office Manager Dies 


M. D. Miles, office manager of North 
American Union Assurance of Chicago 
for the last 10 years, died due to acute 
indigestion. One of his daughters is ill 
in a Chicago hospital and has not yet 
been notified. Mr. Miles was 59 years 
of age. 


Veteran Medical Director Dies 


Dr. B. E. Tones, 79, who was medical 
director of Modern Woodmen for 34 
years prior to his retirement in 1937, 
died at Davenport, Ia. He was born in 
Eminence, Ky., in 1860, and resided 
there until 1870. when he moved with 
his parents to Woodson county, Kan. 
Later he entered the Louisville Medical 
College, from which he was graduated 
in 1884. and began practice isa Buffalo. 
Kan. Dr. Jones was anvointed head 
physician of Modern Woodmen for 
Kansas and Oklahoma in 1889, and when 
the board of supreme medical directors 
was created in 1903 he became a mem- 
ber and moved to Rock Island, Ill. 





J. S. Howe, special agent at Auburn, 
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Neb., for the Bankers Life of Nebraska, 
has been named commander of the 
American Legion for the 13th state dis- 
trict. 


United L. & A. Is Moving 


CONCORD, N. H.—United Life & 
Accident Insurance. of Concord, N. H., 
is moving this week from the building 
owned by the company to a location di- 
rectly south of the state capitol. The 
premises now occupied have been leased 
for 25 years to First National Stores, 
Inc. The building now there will be 
torn down. The local general agency 
of the company is moving also to the 
new location. 
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McPhail Elected 
Canadian Head 








(CONTINUED FROM PAGE 3) 
ing the organization of a _ federal 
annuities scheme.” 

In discussing a disqueting situation 
which has developed in the province of 
Quebec, Mr. Earl said the directors have 
been disturbed concerning the new law 
which gives notaries much wider powers, 
enabling them to write all classes of 
insurance, including life, without a 
license and without restriction. There 
Was no opportunity to oppose the 
amendment before it was enacted. The 
companies, however, have generally 
agreed to safeguard the interests of the 
bona fide life underwriter by refusing to 
accept business from notaries, except 
those under contract as part time agents 
in rural districts. It is possible that 
legislative action may be taken to cor- 
rect this unfair and discriminatory situa- 
tion, Mr, Earl stated. 


Increase in CLU’s 


FE. N. Jory, registrar Institute of Char- 
tered Life Underwriters of Canada, re- 
ported that registered C. L. U.’s in Can- 
ada had increased from 573 to 611. 

A. Gordon Nairn, field supervisor, re- 
viewed the twisting situation and the 


efforts of the association to check this 
nuisance. In investigating charges that 
some life agents were cooperating with 
representatives of the Investors Syndi- 
cate, Ltd., in replacing existing insurance 
with term insurance and_ Investors 
Syndicate certificates, Mr. Nairn said 
that although he has kept in verv close 
touch with this whole situation he has 
not found any such tieup. The Investors 
Syndicate has expressed willingness to 
investigate all complaints and to take 
action where necessary to stop any 
twisting activities on the part of their 
salesmen. 
Two Sides to Question 

“This is purely voluntary cooperation, 
since there is nothing in the law to pre- 
vent one of their salesmen from upset- 
ting a life insurance policy any more 
than there is anything in the law to pre- 
vent a car salesman or a bond salesman 
from persuading a policyholder to lapse 
his policy in order to buy a car or a 
bond. On the other hand,’ Mr. Nairn 
stated, “our life insurance salesmen are 
endeavoring to upset contracts of the 
Investors Syndicate and that some 
agents are using printed material in an 
endeavor to prove that the Investors 
Syndicate is not a sound company in 
which to invest one’s money.” Mr. Nairn 
cautioned against the use of material the 
accuracy of which cannot be substan- 
tiated. 
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writer to endeavor to convince a pros- 
pect that a contract providing protection 
and savings for old age is a better propo- 
sition for him than two separate con- 
tracts. It is another thing for him to 
damn the solvency of a competitor on 
the say so of an independent actuary 
who in the past has not hesitated to 
make similar attacks upon a life com- 
pany. If life underwriters expect fair 
treatment from a competitor let them 
keep their competition on a high level 
of ethical practice.” 


Efforts to Improve Selection 


Continued stress is being put by com- 
panies upon improved selection, more 
complete supervision and training as 
well as upon the more rapid elimination 
of agency representatives obviously un- 
suited to the life insurance business, Mr. 
Nairn reported. More companies are 
financially assisting field men in taking 
C. L. U. courses and examinations. With 
the revision of the “Principles Govern- 
ing Agency Practice,’ Mr. Nairn ex- 
pressed hope that all companies and 
managers will put the “Principles” into 
operation. 


Need for Increased Membership 


Membership at the end of last year 
was 2,321, an increase of only 10, C. F. 
Dunfee, chairman membership commit- 
tee, reported. Twenty-three associations 
recorded increases and one equaled its 
last year’s total. Four provinces, Al- 
berta, New Brunswick, Nova Scotia 
and Ontario, recorded slight increases. 
Nearly 250 more new members were 
secured in 1939 than in 1938 and the re- 
newal percentage in 1939 was 73.1 per- 
cent as compared with 62.8 percent in 
1938. 

The continued depressed membership 
situation represents a serious problem. 
Mr. Dunfee stated. The budget is based 
upon a paid membership of at least 
2,750, so the association’s normal activi- 
ties have had to be curtailed. 

The film “Yours Truly, Ed. Graham” 
was shown. The association went on 
record as approving the film for distribu- 
tion throughout Canada. 

Retiring. president Laird 
sented with a radio. 


Provincial Vice-Presidents Named 


Was pre- 


Other officers elected are: Provincial 
vice-presidents—Prince Edward Island, 
W. G. Hogg, Confederation Life, Char- 
lottetown; Nova Scotia, A. R. Fraser, 
Maritime Life, Halifax; New Brunswick, 
L. D. Hutchinson, T. Eaton Life, Monc- 
ton; eastern Quebec, J. A. Duchesne, 
Metropolitan Life, Quebec City; western 
Quebec, J. R. M. Marois, Great-West 
Life, Sherbrooke; eastern Ontario, C. 
H. Rooke, Canada Life, Kingston; 
northern Ontario, W. H. Armitage, 
North American Life, Kirkland Lake; 
southwestern Ontario, P. P. McCallum, 
Prudential of England, Windsor: Mani- 
toba, Ian Croll, Monarch Life, Winni- 
peg; Saskatchewan, W. T. White, 
Mutual Life, Saskatoon; Alberta, D. H. 
Buie, Sovereign Life, Calgary, and Brit- 


Old Line Life Presiden 
Makes Splendid Recovery 








JOHN E. REILLY 


John E. Reilly, president of Old Line 
Life of Milwaukee, who since Nov, 27 
has been confined to the hospital and 
to his home through illness, is now 
rapidly gaining strength and expects to 
be able to attend the annual meeting of 
the company Feb. 1. He is able to be 
up part of each day. His recovery is 
regarded as highly satisfactory. Until 
his illness Mr. Reilly, who is 73, was 
most active physically, swimming three 
times a week, bowling and golfing with 
zest. He has always given close atten- 
tion to his work and has taken work 
home nearly every evening. Vice-presi- 
dent Daggett and others in Old Line 
Life will seek to induce Mr. Reilly to 
take a southern trip after the annual 
meeting and then to pursue a more 
leisurely routine. 








ish Columbia, A. L. Wright, Sun Life, 
Vancouver. 

Directors for three years—J. M. Tory, 
Sun Life, Toronto; P. A. Bowen, Metro- 
politan Life, Toronto; Howard C. Gra- 
ham, Manufacturers Life, Ottawa, and 
G. H. Donaldson, London Life, To- 
ronto. 

Chairman board of directors—C. V. 
Earl, Sun Life, Toronto. 

Chairman executive council of Insti- 
tute of Chartered Life Underwriters, J. 
M. Tory, Sun Life, Toronto; registrar, 
E. Newton Jory, Great-West Life, To- 
ronto; chairman membership commit- 
tee, W. C. Laird, London Life, Toronto. 

Secretary, Leslie W. Dunstall, To- 
ronto. 


The mid-year meeting of the Associa- 
tion of Life Insurance Counsel will be 
held at the Homestead, Hot Springs, 
Va., May 27-28. 
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LIBERAL AGENCY CONTRACTS 


The Victory Mutual Life Insurance 
Company Can Offer Liberal Agency 
Contracts to Life Agents of Proven 
Ability, in Illinois, New York, Ohio, 
Indiana and Washington, D. C. Write 
or Call for Agency Information. Vic- 
tory Mutual Life Insurance Company, 


Avenue, New York City. 
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Plans Suggested for Selling 
Salary Savings Life Insurance 


At the meeting of the Texas and 
Oklahoma agents of the Minnesota Mu- 
tual, R. C. Cheatham, Wichita Falls 
general agent, spoke on the possibilities 
of the pay-roll deduction in selling life 
insurance. He stressed the importance 
of making the right contacts with em- 
ployers. This contact, he indicated, 
should be made through introduction to 
the employer by someone who com- 
mands the employer’s respect and con- 
fidence. After this contact is established 
on a sound basis, Mr. Cheatham de- 
scribed the approach to the employer as 
that which shows him he is on the spot 
so far as emergencies affecting his em- 
ployees. He suggested that the agent 
begin, “Mr. Doe, I do not have to tell 
you that your employees live from day 
to day. When there is an unexpected 
emergency, your workers turn to you 
for assistance. If there is a death, you 
are on the spot when funds must be 
provided for the burial. You are asked 
to loan the nioney or to donate a part 


or all of the final expenses. I want to 
take you off this spot.” 
Benefit to Employer 

This presentation, Mr. Cheatham 


stated, should continue with a strong 
emphasis on what it will do for the 
employer in freeing him from emergency 
contributions when misfortune visits his 
workers. The contract, he explained, is 
based on the family protection plan of 
the Minnesota Mutual and on salary 
deduction. Mr. Cheatham urged that the 
agent make a thorough study of the 
plan offered before he asks for an in- 
terview. 

The plan for working the salary sav- 
ings franchises, as outlined by Mr. 
Cheatham, called for the proper con- 
tacting of the employer, the presentation 
of the plan to the employer so that he 
will see the advantages of the plan and 
not only grant a franchise but give his 
earnest support to the selling of the 
service to the workmen. “Sell the in- 
terview and the sale will take care of 
itself,” said Mr. Cheatham. 

Two ways of working the plan were 
given. One of these was calling at the 
home of the worker by appointment, 
thus selling the husband and wife’ at 


the same time. The other was the 
meeting of workers in an office provided 
by the employer in his plant. He urged 
that the agent should leave the worker 
in a friendly mood and stressed the im- 
portance of selling strictly on needs and 
guarding against overselling the buyer. 

Sam Weems, Dallas, pointed out the 
possibilities of the salary deduction in 
comparatively small towns. He gave 
service as the essential in developing 
salary savings sales and outlined the 
sales possibilities which lie in providing 
for a small income over ‘a period otf 
years. Mr. Weems said, “Fit yourse!f 
to answer any question as to service 
as the Mayo Clinic does. Sell a contract 
to fit needs, according to the ability of 
the worker to save and looking to the 
future.” 


Makes Calls in the Evening 


G. J. Crossland, Wichita Falls, stated 
that in selling the family protection he 
calls on the worker in the evening 
where he can make the presentation to 
the wife as well as the husband because 
the wife is always interested in the finan- 
cial welfare of the family and that when 
this sale is made with the approval of 
the wife of the worker the business 
stays sold. 


Buyers of $10,000 or 
More Are Analyzed 


Brokers, bank managers, and real es- 
tate company officials led all other occu- 
pational groups both in number of big 
policies purchased and amount of insur- 
ance involved in 1939, the Lincoln Na- 
tional Life reports in a survey of buyers 
of policies for $10,000 or more. Retail 
dealers and wholesale dealers were sec- 
ond and third respectively in both num- 
ber and total amount. 

Listed according to total amounts pur- 
chased, the groups were: Brokers, bank 
managers and real estate company offi- 
cials; retail dealers; wholesale dealers; 
physicians and surgeons; insurance 
agents; lawyers, judges, and justites; 
students; housewives; automobile and 
accessory dealers; and office managers. 





Definite Plans and Quotas for 1940 
Are Urged by Los Angeles Leaders 





LOS ANGELES.—With the theme 
“Personal Growth a Law of Life,” the 
Life Underwriters Association of Los 
Angeles started its 1940 activities at a 
breakfast ‘with the leading producers 
from all the agencies as guests. In addi- 
tion, the Walter J. Stoessel general 
agency was honored on the 90th anni- 
versary of the founding of the National 
Life of Vermont. 

President Leon A. Soper welcomed 
the agency leader guests, and Roy H. 
Sheldon made a fitting response. 

Howard Neal, Occidental Life, in 
speaking on “Let’s Definitize in 1940,” 
declared the agent must master himself 
in order to master his environment. “It 
is necessary to change the view of pros- 
pects for life insurance from one of in- 
come to one of property to do the job 
of meeting needs. The agent must pro- 
gram himself just the same as he pro- 
grams the needs of the prospect.” 

Bruce E. Bare, New England Mutual 
Life, on “Keep Moving,” urged setting 
a 50 application objective for the year. 


“Tt is the life underwriter’s job to sell 
policyholder on the basis of meeting his 
needs, particularly the cleanup fund— 
and this selling should be built on pro- 
gramming. I would rather sell a man a 
five year term policy and continue to 
give him service and follow up his needs 
than sell him an ordinary life policy and 
forget him. We must fit the contract to 
the prospect. One-half the policies now 
in force are on lives under 30 years of 
age. The man of today, who is under 31 
years of age never has known anything 
but depression, but life insurance is the 
one thing that has come through the de- 
pression. The young underwriter must 
get serious about his business or get 
out of the business.” 

Dan Flynn, Penn Mutual, speaking on 
“Lives Begin in Forty,” declared that 
by setting a quota an agent can make 
the income he wants. He suggested a 
quota of 65 lives, 55 percent to be writ- 
ten in the first six months. “To writé 
the 65 lives it will be necessary to make 
1950 calls. This shows that work is the 


only thing that will fill the program. We 
must spend more time with prospects. 
We must do less visiting and more sell- 
ing. We must plan to capitalize on the 
social security program and not ignore 
it. We must talk more savings and 
benefits. We must become specialists on 
optimistic thinking.” 

Dr. W. B. Henley, director of co- 
ordination University of Southern Cali- 
fornia, talked on the “Process of Becom- 


” 6 


ing.” “The challenge of life is through 
its obstacles and it is through these ob- 
stacles that we grow to perfection,” he 
declared. “Ideas are the working tools 
of today. Humanity is hungry for some- 
thing that will answer the problems of 
today. The insurance man must help 
plan the life of his prospect. He doesn’t 
get the best results simply by holding 
up the dollar sign before the prospect,” 
Dr. Henley asserted. 





Agent Should Be Familiar 
with Probate Procedure 





Although insurance men cannot pro- 
bate estates, they can assist in putting 
them in proper order, D, J. A. Hayes, 
Chicago attorney, said at a meeting of 
the cashiers division of the Chicago As- 
sociation of Life Underwriters. 

Mr. Hayes said the work of the in- 
surance man complements that of the 
lawyer. “Whenever you have occasion 
to reflect on the problems of probating 
an estate, I suggest that you keep in 
mind the metaphor of the ship which, 
financially speaking, can never deliver 
its cargo intact. Occasionally through a 
rapid change in the market, a cargo may 
be more valuable at the end of the trip 
than at the beginning, but in every case 
remember there are port fees, navigation 
expenses and customs duties. They can 
never ‘be abolished, and they can become 
proportionately very great, so great as 
to consume the entire value of the 
cargo.” 

Insurance can furnish the cash which 
will cover administration and costs, at- 
torneys fees, living expenses for the 
women and children during the period 
of administration or delay while await- 
ing the outcome of a will contest or ar- 
rival of a more favorable real estate mar- 
ket, and federal, state and county taxes 
and payment of specific legacies. 


Illinois Probate Rules 


Mr. Hayes said the probate court of 
Cook county (Chicago) has laid down 
three restrictions which the insurance 
company should be able to meet: (1) 
The policy must be made payable to the 
ward or his estate. (2) During the life 
of the policy no material change must 
be made in its terms except after an or- 
der of court has been obtained permit- 
ting the change. (3) Policies may be 
purchased only from companies which 
have engaged in business in Illinois and 
have suffered no default in the payment 
of any insurance policy or contract in 
the United States during the 15 years 
preceding the purchase. 

It can be seen that the probate court 
is anxious to safeguard the purchases of 
guardians and executors and has laid 
down requirements which will exclude 
from the eligible list companies of un- 
tested stability. 

Mr. Hayes likened the job of probat- 
ing estates to that of the owner and cap- 
tain of a ship. All the assets must be 
carefully gathered together, listed, pi- 
loted through the sea of probate and de- 
livered and distributed in good order. 
Just as the captain must protect the 
cargo from many known kinds of de- 
preciation, so must the lawyer and the 
executor protect the estate in probate. 

“Tet us assume therefore,” Mr. Hayes 
said, “that a client has died and that you 
are called upon to probate his estate. 
You must start the assets on a journey 
through probate which will take at least 
nine months. The first thing to do will 
be to open the deceased client’s safety 
deposit box, so that you can find out 
what estate you are dealing with and by 


reading the will, learn what to do with 
it. You arrange with the state treas- 
urer’s office to have a state official pres- 
ent at the opening of the safety deposit 
box. 

“What is the next step? You will 
take the will to the probate court and 
file it, paying a filing fee. Then you will 
arrange to have the witnesses to the will 
appear and testify the will was properly 
executed and that it is the genuine will 
of the deceased. You will also have a 
relative of the deceased testify as to the 
names and relationships of all the heirs 
and who will pay a fee for obtaining a 
transcript for this testimony. 


Proof of Executorship 


“With the will filed and properly 
proved, the court will admit it to pro- 
bate. Next must be secured from the 
clerk of the court, and paid for, a num- 
ber of copies of letters testamentary, 
which constitute proof of executorship. 
Appraisals must be made to estimate 
how much money the widow and chil- 
dren require for suitable living expenses 
during the period of probate. A fee must 
be paid for this. Then arrangements 
must be made for proper disposition of 
the estate, such as the selling of stocks 
and other negotiable securities. 

“Within 60 days of filing the will, you 
are required by law to prepare a detailed 
list of the estate. Attention must then 
be turned to claims filed against the es- 
tate. Any one who claims that the de- 
ceased owed him money has the oppor- 
tunity of filing a claim. 

“Now attention must be given to fed- 
eral and estate taxes. Within 60 days 
after death notice must be filed with the 
federal government that there was an 
estate and that in due course an estate 
tax return would be filed. An inheritance 
tax return must also be filed. It is suffi- 
cient to say that the returns must be 
carefully prepared and that cash must 
be set aside to pay the taxes. There is a 
third tax which must be considered, the 
personal property tax which the county 
assessor levies. All the taxes, county, 
state and personal, must be paid in cash. 
If it should develop that the taxes and 
claims are greater than the liquid assets 
of the estate, it might become necessary 
to sell some of the other assets to pay 
claims. 


Must Pay Court Costs 


“After the tax matters have been ad- 
justed and claims disposed of, court 
costs must be paid. Then the remaining 
assets must be considered. Here again 
insurance can either assure sufficient 
money for the widow and children or 
sufficient money to pay any specific leg- 
acies without forcing a liquidation of 
the estate. Following specific legacy 
payments, an accounting of the at- 
torney’s stewardship must be made and 
if there is any complication in the estate 
the fee may be large.” 

Taking as an example an estate total- 
ling $200,000, of which $190,000 was rep- 
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resented by stocks and bonds and real 
estate, Mr. Hayes estimated that taxes, 
administration costs and living expenses 
for the widow and children would 
amount to about $46,000. Thus, despite 
a better than average success in execut- 
ing the estate, the result was a substan- 
tial depreciation. 

“Insurance could have covered admin- 
istration costs and attorney’s fees,” Mr. 
Hayes said. “It could have provided the 
widow with cash for living expenses 
during the period of administration or 
during any delay while awaiting the out- 
come of a will contest or arrival of a 
more favorable real estate market. It 
could have covered the federal, state and 
county taxes so as to avoid forced 
liquidation.” 


Talk More About Life Rather 
Than Insurance: Coolidge 


DETROIT — Present-day conditions 
demand that the underwriter get back to 
fundamentals and talk about life rather 
than about life insurance, R. B. Coolidge, 
superintendent of agencies Aetna Life, 
told the Qualified Life Underwriters of 
Detroit. 

“In order to be successful, the under- 
writer must feel that life insurance is 
the only answer to the financial problems 
of the public. Every prospect has two 
fundamental financial problems: the pos- 
sibility of living too long, and of dying 
too soon. Life insurance is the only fully 
dependable solution for both. 


Devise Reasonable Programs 


“Don’t talk programs too fast. Take 
them easy. Don’t scare the prospect by 
suggesting a program that is obviously 
out of his reach. It is better to talk on 
a minimum living basis and let him ex- 
pand it when and if he is able to do so. 
With the average man, talk $2,000 lump 
sum for clean-up purposes, $150 monthly 
until the children are likely to be self- 
supporting and $75 monthly for life to 
the widow. Such a program is usually 
within the means of the average man to 
carry, and represents an absolute mini- 
mum. See your program through to the 
business end of life insurance—until the 
checks are paid. Simply securing the 
application and first premium payment 
is very far from enough. 

“Resolve to get busy and make some 
appointments at once; develop more cen- 
ters of infl:uence right now. Do some 
prospecting every day of your life, and 
vou won't need to worry.” 





Sell Prospect on Interview 
in Approach, Says Irwin 


CINCINNATI—The main objective 
of the approach is to sell the prospect 
an interview and on the idea of hearing 


more about what the agent has to sell, 


Hampton Irwin, Massachusetts Mutual, 
Detroit, pointed out in a talk, ‘““What to 
Say after ‘Hello,’” before the Cincin- 
nati Life Underwriters Association. The 
approach also serves to aid the agent in 
qualifying and classifying the prospect 
so he can give him pertinent informa- 
tion. 

There are four types of approaches: 
Direct, camouflage, shock and _ third 
party influence, Mr. Irwin said. He 
suggested opening with a question and 
being “hook” salesmen, by giving the 
prospect a chance to say something. 
The agent is often tempted to answer 
his own questions, before the prospect 
has had an opportunity to reply. The 
approach stands or falls on the reasons 
why men buy life insurance, Mr. Irwin 
said, and therefore it must be sound. , 

Direct approaches suggested by Mr. 
Irwin were: “How would you like to 














have $250 a month when you are 60?” 
“Can you save $1 a week?” “What is 
the most valuable thing a man can give 
his children?” (Their mother’s time.) 
“What is one of the most valuable 
things parents can give children?” (As- 
surance that they will not have depend- 
ent parents.) “Have you ever considered 
having your insurance placed under the 
optional method of settlement?” “Would 
you like to increase your insurance 20 
or 25 percent without increasing the 
financial outlay?” (Settlement options.) 

Suggested shock approaches were: “If 
you and your wife were killed in an 
automobile accident, would your life in- 
surance be settled according to your 
wishes?” or “Have you a common dis- 
aster clause in your life insurance poli- 
cies?” “Do you have your life insurance 
arranged so that your income will go 
to your wife, your children, your mother, 
or your sister?” 

In answer to the objection, “I’ll think 
it over,’ Mr. Irwin offered, “Have you 
changed your will since 1929, Mr. 
Smith?” 

Mr. Irwin said that he does not use 
a camouflage approach. He always states 
his business and the company he repre- 
sents at once. 


Right Balance Essential 
to Agent’s Sales Success 


SAN FRANCISCO — Qualifications 
and requisites of the “Well Balanced 
Life Underwriter” were outlined before 
the San Francisco Life Underwriters 
Association by H. T. Burnett, vice- 
president and director of agencies Re- 
liance Life. Proper balance must be 
maintained between: 

1. Plans and action. ‘Plans are not 
valuable unless there is action and ac- 
tion without plans will not work. We 
must make long range plans for the 
year’s work and we must be sure that 
these plans do not fall by the wayside.” 

2. Selling and prospecting. There 
should be at least three to five real sales 
interviews per week and in this work 
the agent should dig up a lot of pros- 
pects. ‘We must be sure they are pros- 
pects and not suspects. It is better to 
have fewer prospects and spend more 
time selling them.” 

3. Counselling and closing. “It does 
not take a very smart man to locate 
needs and suggest solutions, but if we 
do this and nothing else, we will be a 
failure.” 

4. Package selling and program 
work. “Package selling is quick selling 
and it helps to keep us in the right 
mental attitude. Program work takes 
more time and effort and there are not 
as many quick sales.” 

5. Number of policies sold and the 
volume of business sold. 

6. Work habits and incentive. 





7. Quality of business and the 
quantity of business. 

8. Prestige of life insurance itself 
and the life insurance salesman. “In 


most instances, the public is more re- 
sponsive to the institution than to its 
salesman. The agent must build his 
own prestige in his own community.” 

9. Work and play. The agent must 
work enthusiastically when he is work- 
ing and when he takes a vacation, the 
thought of work should be left behind. 

10. Spending and savings. 

Summarizing, he said, the well-bal- 
anced life underwriter organizes his 
time, prospects intelligently, realizes the 
value of salesmanship, seeks to cover 
definite needs, writes a fair-sized policy, 
writes quality as well as quantity busi- 
ness, establishes good work habits, 
builds prestige for himself as he goes 
along, takes a proper vacation, and saves 
a little money as he goes along. 

At the Feb. 15 meeting James E. 
Bragg, Guardian Life manager in New 
York, will discuss “The Life Insurance 
Agent and Public Relations.” 

Plans for the “1940 Life Insurance 
Institute” which opens Jan. 30 for a 13 
week course, under the chairmanship of 
Clifford Henderson, Prudential man- 
ager, were presented. 





National Life 
Executives Retire 
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academy and Dartmouth college. He 
studied law at Newport, Vt., practicing 
for a few years at that state and then 
establishing himself for a time in Minne- 
sota. He became chief of the company’s 
legal staff in 1916, and since then a 
number of distinctions have come to 
him. He is a former president of the 
national conference of commissioners on 
uniform state laws, a charter member of 
the American Law institute, and former 
president of the Association of Life 
Insurance Counsel. He was former 
vice-president and member of the execu- 
tive committee of the American Bar As- 
sociation and former president of the 
Vermont Bar association. With the 
National he served not only as general 
counsel but in 1934 he was elected vice- 
president and member of the executive 
committee. 

His successor, Mr. Davis, graduated 
in 1922 from Boston University law 
school. By successive steps as city at- 
torney of Barre and state’s attorney for 
Washington county he made his ability 
known, and in 1931 was appointed su- 
perior judge. He resigned in 1936 to en- 
gage in general practice and has won 
distinction. 

Mr. Moulton was a graduate of Dart- 
mouth college in 1889, and two years 
later entered the treasurer’s department 
of National. Within six years he had 
become assistant treasurer, and in 1902 
filled an emergency by taking the office 
of actuary, in which position he was so 
valuable that he was kept in that post 
for 27 years, and then in 1929 he was 
elected treasurer. He has been a mem- 
ber of the finance and insurance com- 
mittees and he will be retained as a 
member of the finance committee. 


Youngest Appointee to Senior Office 


Mr. Meredith is the youngest ap- 
pointee to a senior office. He was grad- 
uated from Syracuse University in 1926 
and became assistant professor of eco- 
nomics at the University of Vermont 
the next year. He received the degree 
of Ph.D. from Yale. He was appointed 
state commissioner of banking and in- 
surance in 1934. In less than a year 
he was taken from this post by invita- 
tion to join the investment department 
of National, since when he was suc- 
cessively elected a member of the 
finance committee and then assistant to 
the president. 

Mr. Kendall in 1881 became associ- 
ated with James C. Houghton, later 
president of National, in the First Na- 
tional bank in Montpelier, and after a 
similar post as teller at the Howard 
National bank in Burlington he spent 
his next 10 years in the ‘state of Wash- 
ington, engaged in banking and manu- 
facturing. In 1899 he became an audi- 
tor for National Life and in 1920, when 
the office of cashier was created, he was 
elected to fill it. 

Mr. Ewen spent several years in New 
York state in accounting work, returned 
to Montpelier, and entered the employ 
of National in 1921. In 1937 he was 
elected assistant cashier. 

Mr. Putnam first work was as tele- 
graph operator and railroad office clerk 
from 1882 to 1893, when he was invited 
to a position in the secretary’s depart- 
ment of National. He was elected as- 
sistant secretary, and up to the present 
he has served the National 47 years. 





Seek to Protect Life Policies 


RICHMOND, VA.—A Dill has been 
introduced in the Virginia general as- 
sembly by M. H. Abernathy, delegate 
from Brunswick county and Northwest- 
ern Mutual Life agent, providing that 
proceeds and cash values of life policies 
and annuities payable to closely related 
or dependent beneficiaries would be ex- 
empt from legal process for certain debts 
and liabilities of insured. 


Many Suggestions 
Made on Selection 
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reasonable income over each of the five 
year periods until the children go 
through school, amount needed for an 
old age income, and income for the 
widow after the children leave home. 
The prospect was allowed to do his own 
figuring in an effort to provide the 
funds needed for the accomplishment ot 
his purposes. 


Suggestions on Selling 


D. O. Johnson, San Antonio general 
agent, in describing the sales process, 
prefaced his remarks with the state- 
ment, “The key to success is the ability 
to co-operate. You must set the stage 





right if you wish to get results. Sell 
informally. Know your tools. Look 
directly at your prospect. Never dis- 


cuss a client’s life insurance with an- 
other man. If you have to put a nut 
on a bolt, it does not matter whether 
you put it on with your right or your 
left hand. It is results you are after. 
Doctors bury their mistakes; we can’t.” 

Mr. Johnson stated that when a man 
signs an application and is unwilling to 
make a cash settlement he calls in a 
witness to the fact that in case of the 
death of the prospect before the policy 
is delivered there can be no complaint 
on the part of the man’s wife or other 
members of his family. He urged that 
life underwriters in selling become sen- 
timental, talk quietly, present a plan that 
will care for the period of growth and 
education for children, personalize the 
question of income for individual or 
family. 


Urges Agents to be Busy 


“Tf you think death worse than dis- 
ability try it. June of 1933, I was pro- 
nounced sound. hree months later, I 
was unable to carry on. It took me four 
and one-half years to recover,” said Mr. 
Johnson. 

R. L. Bowman, San Antonio, stated 
that his plan book had enabled him to 
see where he was “falling down.” He 
said that his book showed he had not 
talked to enough men. ~ 


Makes Profit in Disability 

One of the interesting facts that is 
cited by National Guardian Life of 
Madison, Wis., and publicized in con- 
nection with its annual statement is that 
throughout its history the company has 
turned in a profit on disability under- 
writing. Through a period of 20 years 
it has produced a total of $107,319 profit 
from that source. There has been a 
$30,968 profit on double indemnity un- 
derwriting. The mortality for the 20- 
year period has been 37.84 percent and 
for the last five years it has been 37.6 
percent, 


Haas Agency Reaches New High 


PITTSBURGH—Closing 1939 with 
the best month the agency has had in 
the past six years, the Pittsburgh agency 
of the Mutual Life under the manage- 
ment of A. F, Haas, now stands as the 
fourth largest in the entire country. 
There were only four agencies to go 
ahead of Pittsburgh in percentage to 
home office requirement. 











Boston Claim Men Hear Schooley 


BOSTON—At the January meeting of 
the Boston Life & Accident Claim Asso- 
ciation Manager R. W. Schooley of the 
Allan Commercial Service gave an illus- 
trated talk on the use of motion pictures 
in claim cases. 





Training Course in Michigan 


MENOMINEE, MICH.—F. E. Far- 
well of the Metropolitan’s field training 
division has been conducting a three- 
week training course. Tuesday he spoke 
to the Lions Club here on social security 
and its relation to life insurance. 
























WEIGHING IN 


General Agents and Companies too 
are now more than ever, exacting 
about the quality of men they invite 
to enter the life insurance business. 


On the scales new men must stand, 
their success potentialities accurately 
weighed. 


The State Mutual recruit is the man 
whose past and present indicates a 
future. 


; STATE MUTUAL LIFE 
ASSURANCE COMPANY 

of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 
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f OPEN TERRITORY 

in Michigan, Ohio, Indiana and Illinois 
o¢ 

| FOR MEN WHO CAN PRODUCE 

| AND 

| ARE AMBITIOUS TO BUILD OWN AGENCY 





Philadelphia Life Insurance Company 
Philadelphia, Pennsylvania 











in Life Insurance 


in Force for 1939-- 
$15,489,9'70.00 


---a13% increase for the year 








Congratulations 


Provident Fieldmen! 





PROVIDENT 
Life and Accident 
Insurance Company 
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MEN WHO SELL 








Designate the ROCKFORD LIFEMEN— Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 


Francis L. Brown, President 


Rockford, Illinois 
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NEW YORK CITY 
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LIFE VIEWS IN THE 





During the conference in Boston of the General Agents 
Association of the New England Mutual Life the foundation 
now under construction for the new home office building 


was inspected. The group is shown standing on the 10 foot by scientists. 


Edwin A. Coyle, newly appointed Massachusetts Mutual general agent at Pitts- 
burgh succeeding Henry W. Abbott, resigned, was honor guest at a luncheon. 
Vice-presidents Joseph C. Behan and Chester O. Fischer and E. Lloyd Mallon, as- 
sistant director of agencies, attended. Invited guests included the sales and 
clerical personnel of the agency and prominent Pittsburgh business men. 


More than 100 agents of the White & Odell agency, Minneapolis, Minnesota 
state managers for Northwestern National Life, heard a summary of the 1939 record 
from President O. J. Arnold at their first agency meeting of the new year. D. W. 
Onan, president Minneapolis Civic & Commerce Association, spoke at the luncheon. 
Those in the agency taking part in the all-day session were Paul Dobson, million- 


thick concrete “mattress” on which the walls are being 
erected. Under this spot was discovered the remains of 
an Indian fish weir, estimated to be over 3,000 years old 


Fred P. Hayward, vice-president 
and treasurer John Hancock Mutual 
Life, is receiving congratulations on 
his 50th anniversary. He joined the 
John Hancock in 1890 and was ap- 
pointed cashier 10 years later. He 
has been treasurer for 16 years. He 
was elected second vice-president in 
1933 and vice-president in 1936. 


John H. Thompson (left), Hartford general agent Connecticut Mutual Life, was 
presented with the “President's Organization Trophy” by President J. L. Loomis 
at the annual meeting of genefal agents in Hollywood, Fla., for achieving the 
best record in organization development in 1939. 


aire producer, Dana McCutchan, John Darling, Harold Seeler, Si Ryan, and John 
Martner, James E. Wharf, George H. Davis, and Irene Bennett of the agency service 
staff. Dr. Karl Anderson, assistant medical director, Carl A. Peterson, supervisor of 
agencies, and W. R. Jenkins, manager of sales research, also spoke. A. R. Hustad 
and Ray E. Habermann, associate managers, presided. 





